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Look at ALL the costs Mr. Dealer! 
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When you figure the total applied cost of 
sheathing, your best buy is BILDRITE 


You only see part of the picture when you look at the 
cost of materials alone. To get the rea/ story about 
sheathing costs, you have to figure the total applied 
costs. Remember: It’s the applied cost that determines 
the cost of the house—and price to the customer. 


So let’s see what happens: It takes about half the 
time to apply BILDRITE compared with wood. That’s 
a big saving. There’s no waste with BILDRITE as 
against 12% waste with wood. That’s a saving—and 
there are plenty of others. See for yourself—fill in the 
forms at the right. 


AND in addition you get the plus value of 21% times 
the insulating value and twice the bracing strength of 
wood sheathing horizontally applied! You can’t get 
around the facts. The best buy in sheathing today is 
INSULITE (BILDRITE) Sheathing! 
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INSULITE DIVISION > MINNESOTA AND ONTARIO 
PAPER ~~~2>" COMPANY 


MINNEAPOLIS 2, MINNESOTA 
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WOOD SHEATHING 1000 SQ. FT. WALL AREA 





ITEM AND QUANTITY RATE TOTAL 





Waste, 12% (120 sq. ft.) 





1,000 sq. ft. 8'' wood sheathing (horizontal) | | 
aac is ae pa, 9 ti | | 


Carpenter labor, 15 hours 





Insurance, 10% of carpenter costs 


2.8 rolls building paper 


Insurance, 10% of helper costs 





Carpenter helper to apply paper | | 
| 


TOTAL APPLIED COST, WOOD SHEATHING | 








BILDRITE SHEATHING 1000 SQ. FT. WALL AREA 





ITEM AND QUANTITY RATE | TOTAL | 








1,000 sq. ft. Bildrite Sheathing | | | 
Waste (Practically none. Less than 1%) | | 0 


Carpenter labor, 8 hours | : | 





Insurance, 10% of carpenter costs 








Building paper (None needed) 


| -... 
Helper to apply paper (None) | | 0 
Insurance on helper (None) | 0 








TOTAL APPLIED COST, BILDRITE SHEATHING 
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Complete, consistent and coordinated support 
means business for Lowe Brothers Dealers! 


Lowe Brothers’ complete, consistent and coordinated product-backing 
means bigger business and better profits for typical dealers like me! 


“NO SHOT IN THE DARK—when you take on Lowe Brothers! You 
know in advance what to expect by way of advertising, display and 
promotional helps that pull customers into the store. Lowe Brothers’ 
powerful, basic materials—such as signs, clocks, displays, color cards, 
literature, books, enclosures and cooperative advertising—all work 
together to build sales and profits. 


“AND THAT’S NOT ALL—Lowe Brothers doesn’t stop with just these 
fine basic support materials. They give you a steady flow of new 
ideas and materials for special traffic-building store promotions. They 
come up with complete packages like the PLAX COLOR CARNIVAL 
that are already proved as traffic and sales producers. 

“This great paint merchandising plan, featuring Plax, the universal 
finish for all enameling, includes everything from ads in your local 
paper and special mailing pieces—to streamers, displays, pennants, 
a special Plax demonstration and free samples! 


“HERE’S THE COMBINATION THAT COUNTS—A powerful, basic pro- 
gram of product-backing—spiced regularly with special, paint-selling 
packages like the big PLAX COLOR CARNIVAL. This solid support 
moves Lowe Brothers quality-made products from shelf to consumer 
—faster, and more profitably! Write Lowe Brothers today for the 
complete information and agency particulars.” 


THE LOWE BROTHERS COMPANY «+ DAYTON 2, OHIO 


Lowe Brothers 


PAINTS * VARNISHES 





One typical product from Lowe 
Brothers Line Of Profit Leaders 


PL AX Universally Preferred 

for ALL Enameling! 
PLAX puts profit into your paint-selling picture 
in a big way. Many standout features make 
PLAX the universal finish for all enameling—« 


preferred, popular and very profitable product 
for Lowe Brothers Dealers everywhere! 
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Hews Briefs for the Busy Reader 


Wholesale lumber prices have been making stiff advances; first in the 
Northwest, then in the South. The E. K. Wood Lumber Co., a big Los 
Angeles retailing firm, says, ‘‘We haven’t been able to keep up with the 
price parade.” 

a. = @ 


Most dealers say their sales volumes are larger than last year; and many 
think there'll be further increases in lumber prices. 


* « 


Some industry leaders advise retailers to polish up their skill in handling 
house remodeling and repair. They say that in normal times at least 60 
percent of the dollar business in the residence field is in those lines. 


* * * 


The Home Loan Bank Board estimates the country’s mortgage debt at 
$37,200,000,000; eleven percent more than a year ago and nearly double the 
1930 figure. But price rises and population increase make the total not too 
spectacular. 

* * ~ 


Fannie Mae seems to be selling government-insured mortgages in quan- 
tities. Options given potential private buyers approach the half-billion 
mark; about 20 percent of the plasters owned or contracted for by the 
Association. 

* *£ *s 


Federal Reserve Bank of Chicago expects no outsize inventory increases, 
despite creeping inflation. Business men are generally optimistic, but 
they're not bigoted .about it. 

* * * 


The Farmers Home Administration announces that more than 1,000 farm 


housing loans have been fixed up. The sums involved have passed the 
$4,500,000 mark. 


* * * ‘ 


The Department of Agriculture says that loans to farmers to finance the 
building or buying of crop-storage facilities will be available through June 
30,1951. The loans, bearing 4 percent interest, will cover not more than 
85 percent of the cost of the structures. 


* * * 


Government insured loans, up to $25,000, for small businesses seem 
pretty sure of getting through Congress. Uncle will insure up to 90 per- 


pent of the loan. There’ll be a small insurance fee. 


* * * 


The ‘ax bill getting fixed up in Congress is in an uncertain position. Con- 
gres:men who claim to know say the President will sign it, despite its 
wide departure from his recommendations. The Treasury is said to be 


b fryi.g hard to get it vetoed. 
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HOUSE RESEARCH 


Producers Council told 
research is all-important 


PRODUCTION of lower-cost 
housing of better standards is the 
way for industry to demonstrate 
to the American people that further 
Government devices are not needed 
for the attainment of the national 
housing objective of adequate hous- 
ing for American families, Dr. 
Richard U. Ratcliff, Director of 
Housing Research, Housing and 
Home Finance Agency, declared be- 
fore a meeting of the Producers 
Council in Washington recently. 


“All. of us wish to avoid the 
necessity of resorting to further 
Government devices in the field of 
housing,” Dr. Ratcliff said. “There 
is no better way, yes, no other way, 
than to demonstrate and prove to 
the American people that no effort 
is being spared by industry— 
through the energetic application of 
scientific research and the #apid 
and widespread adoption of “new 
developments—to the end that all 
the nation’s families shall have the 
finest possible living environment. 

“Industry and Government work- 
ing together with the tools which 
are provided by the HHFA’s hous- 
ing research program can release 
productive powers and can attain 
the national housing objective of a 
decent home for every American 
family.” 

Concerning the research pro- 
gram, he emphasized that it cannot 
produce results needed in the pro- 
duction of better housing at lower 
costs unless it is free from pre- 
conceptions. 

“If our housing research pro- 
gram is to be effective and to ac- 
complish the objectives which Con- 
gress had in mind,” he said, “it 
must be conducted in a climate 
which is free from all political 
considerations. ‘ Research must be 
kept out of politics and politics out 
of research. 

“T can report to you that this is 
a clearly understood policy for the 
conduct of our program, and that 
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DUA-LAP SHINGLES 
are selling faster 
than ever before! 













brs preter 
, Insulation, 
our share of 
ket ! 


¢ New Beauty! 
Now More Durable 








New Infra-Red drying process 
gives Dua-Laps a harder, more 
beautiful finish . . . lasts longer! 
Lowers maintenance costs. 





e Now easier, faster, 
more economical to apply 


Builders have saved as high as $150 
per house by the use of ES-NAILS 
and GYPSUM or INSULATION SHEATH- 
ING. No stripping necessary, cuts 
labor time. 










¢ No Imitation — Dua-Laps 
are the real thing! 


You’re selling high insulation value, genuine 
certigrade, straight-grain red cedar—Nature’s 
prize insulator. And double coursing gives 
double insulation, value and economy. 










Mr. Dealer: Enjoy greater volume, added profits with 
Dua-Laps. Send for samples, all taken direct from 
warehouse stock. See your distributor or write direct. 
A few choice territories still available. 













THE 





STAINED SHINGLE CO. 
GENERAL OFFICE 355 SPRUCE STREET *: COLUMBUS 8, OHIO 
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HHFA Administrator Rayniond jj. 
Foley insists that such a policy }p 
pursued. We are interested only 
in that kind of research which pro. 
duces supportable facts by the ug 
of the most dependable methods of 
scientific analysis.” 

Housing research, he said, aim; 
(1) at securing a more efficien; 
and satisfying use of space through 
improved design; (2) at saving; 
through more efficient structural 
systems and structural components: 
(3) at more economical procure. 
ment of materials and equipment: 
(4) at cost reductions through more 
effective industrial management 
practices in assembly and erection; 
(5) at more efficient business pra. 
tices, methods and procedures; (6 
at sounder business and public po- 
icy decisions affecting the produ. 
tion, financing, distribution ani 
consumption of housing facilities, 



















Concerning the functions ani 
scope of activity of the Federal 


Government in housing research, 


Dr. Ratcliff said it should be de. 
fined by those research needs which 
are not being met by industry ani 
by other non-government agencies. 
Thus Federal activities should be 
progressively modified as relevant 
industrial research expands and a 
the universities extend their re 
search program, he stated. Overlap- 
ping and duplication of effort must 
be avoided. 














There are three categories in 
which he foresaw the Federal Gov- 
ernment functioning: (1) govern 
ment may serve to integrate and 
coordinate all housing research 
through assuring the full inter 
change of information to the end 
that research efforts and research 
results shall be cumulative; (2 
government can act to stimulate re 
search by pointing to researcl 
needs and by providing technical 
guidance in the development ani 
execution of research projects; (3 
government can be effective it 
translating scientific findings into 
practical applications, in broadly 
disseminating information on ne\ 
principles and methods and in et- 
couraging the general adoption of 
proved and tested innovations. 


Title IV of the Housing Act o 
1949 authorizes a comprehensive 
and coordinated housing researt! 
program. It directs the HHFA At 
ministrator to carry out a program 
of research and studies concernet 
with housing economics and other 
housing market data, and with de 
velopment, demonstration, and pre 
motion of acceptance and applic 
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i f WITH PITTSBURGH MAINTENANCE BRUSHES 
i] Gov- 
‘overt: 
= For home, farm, office or store /, . j 

inter: your customers will prefer the ae 
1e end 
search : : 

: (2 Naturally, when your customers get ready to First, have your Pittsburgh man spend 
ate re- clean up in advance of those hot ‘“‘dog days”’ two minutes checking over your scrub, duster 
search just ahead ... they want tough, sturdy main- and sweep needs. He’ll tell you about two 
hnical tenance brushes that will do the job right. self-selling displays that not only move 
. > Precision-made brushes, with uniform quality brushes faster . . . but help create extra sales 
na in and finish ... that stand up under rugged for related sundries. 
; into punishment ... that guarantee satisfaction. PirrspurcH Plate Giass Company, Brush 
— This gives you an opportunity to clean Division, Department D-3, 3221 Frederick 
a ea up, too. Stock up on Lightning Line Brushes. Avenue, Baltimore 29, Maryland. 
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tion of new and improved building 
materials, methods, and techniques, 
directed toward increased and sus- 
tained production of more adequate 
housing at lower construction costs. 
It provides that the HHFA Ad- 
ministrator shall make use as far 
as feasible of existing facilities of 


the Federal Government adapted 
to technical research. 
The Administrator is also au- 


thorized to carry out this program 
in cooperation with industry and 
labor, state and local governments, 
and educational institutions, and 
other non-profit organizations. 


FLOORING 


Figures show big order increase 
over corresponding period in ‘49 
MFMA member and non-member 
manufacturers of Northern Hard 
Maple, Beech and Birch Flooring 
reported new orders booked in the 
amount of 23,675,000 feet for the 
first four months of 1950, an in- 
crease Of 58.6% over the same pe- 
riod in 1949, according to figures 
released by the statistical depart- 
ment of the Maple Flooring Manu- 
facturers Association. 
Total stocks on hand for the in- 
dustry at the end of April, accord- 
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DEALERS MAKE 


PROFIT 


BUCKETFUL 


“/T’S IN THE BAG” 


Schundler’s Bagged Vermiculite and Coralux Perlite are 
Aristocrats from a long line of Aggregates that put new 
sales appeal, new sales opportunities, and new profits into 
concrete and plaster installations . . . 


—because Schundler light-weight Aggregates enable con- 
tractors to introduce lighter weight concrete, insulating 
. lighter Wéight plaster (free from heavy, 
old-fashioned sand), fire-resistant plaster, sound-absorbent 
. plaster you can drive nails into without 
chipping or cracking .. . 


—and because Schundler Bagged Aggregates and Vermicu- 
lite Mica Pellets, too . . 


trucks, and mixed grades, that reduce dealer inventories 


chun 


and handling costs. 
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. now are sold in mixed cars or 
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ing to the release, amounted 4 
8,275,000 feet as compared wit 
7,925,000 feet on April 30, 1949 
And, for the first four months q 
this year, unfilled orders of ll, 
050,000 feet and shipments of 18 
725,000 feet showed increases , 
30% and 22.8%, respectively, con 
pared with the same period as 
year. 

“Production through April 3% 
1950, amounted to 17,225,000 fee 
and reports for the first thred 
weeks of May indicate stepped-y 
production by all mills,” the release 
continues. 


DOOR STANDARDS 
~ Plan circulated for hardwood 
veneer door specification 

A Recommended Commercial 
Standard for Hardwood Veneere( 
Doors, has been circulated by the 
Commodity Standards Division of 
the National Bureau of Standard 
to manufacturers, distributors and 
other interested groups for their 
consideration and acceptance. 

This standard was proposed by 
the National Woodwork Manufae. 
turers Association, and a draft was 
circulated on January 3, 1950, to 
interested groups for their conm- 
ment. The draft was then at- 
justed so as to have it represent 
a consensus of the suggestions re- 
ceived. 

The standard provides minimum 
requirements for panel, sash, and 
flush stock doors, having faces of 
hardwood veneers, as a guide for 
architects, builders, manufacturers, 
distributors and other interests. It 
covers construction, grades, sizes, 
tolerances, and labeling. There are 
also included layouts and designs 
for both interior and exterior doors, 
as well as for sidelights. 

A limited number of mimeo 
graphed copies of the recommendet 
standard are available, and a copy 
may be obtained as long as the 
supply lasts, from the Commodity 
Standards Division, National Bu 
reau of Standards, Washington 23, 
D. C. 


RED CEDAR 
Facts on Red Cedar available 
in folder recently published 

AVAILABLE without charge t 
dealers, architects, builders  ané 
schools, a new Western Red Cedar 
Facts Folder was announced re 
cently by the Western Pine ass0- 
ciation. 

The folder, illustrated and con- 
taining four 84x11” pages, out 
lines the botanical history and 
classification, growth range, prop 
erties and uses of Western Red 
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The NEW...Improved SUPER 


\ 
— TINNER’S RED 
QUALITY \ , 
PRODUCTS 
a d 
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Retains It’s Brilliant RED Color Indefinitely! 


Here's the new formulation that makes this the greatest protect- 
Moe 0 ive paint of all! Exceptionally DURABLE because it contains a 
STIELD BRONZE PAINT COP 4 combination of specially processed oils and synthetic resins — 
———— giving maximum flexibility and check resistance! A positive 
coating for ALL SURFACES, wood, brick or metal, because it is 
rust and water resistant... with MAXIMUM ADHESION! And 
with all this...now available at NEW LOW PRICES! ; 


For Further Information, Promotional Material, Catalogs and Price Lists, WRITE TODAY TO. 


Shettiell Aroreze PAINT CORPORATION dex 


ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, OHIO 
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THIS ADAMS-RITE 
DEADLOCK HAS A 
7/5 RANG ab 












































Use Series 970 for narrow- 
est extruded aluminum, steel or wood 
stiles. Depth is only 1-1/2”. Will take 
1 or 2 standard cylinders which can be 
keyed to job, or Adams-Rite Thumb 
Turn (as shown) for emergency one- 
side operation. Locks and turns are re- 
versible. Fifteen other standard backsets 
to 1-3/4”. Series 980 is identical except 
for 3/4” diameter, 5-pin tumbler cylin- 
der and 15/16” backset. Rugged steel 
and brass construction, armored bolt 
with 5/8” throw. Bronze or aluminum 
face and strike. Radius, flat and bevelled 
face interchangeable. Write for com- 
plete data. 






























HORIZONTAL LOCKS FOR DOORS 
WITHOUT STILES ‘Takes the place 


of 2 locks. Has single or double bolts 
and 1 or 2 cylinders. Can be installed 
in any tempered glass door, top or 
bottom channel. Four sizes. 


® 
l poe. 1900 —1950 \ 


ADAMS-RITE MANUFACTURING CO. 


$40 WEST CHEVY CHASE DRIVE GLENDALE 4 CALIFORNIA U S 













































Cedar in the Western Pine region. 
It also covers in brief the grades 
into which it is manufactured. 

The new folder is the seventh in 
a series which covers Ponderosa 
Pine, Idaho White Pine, Sugar 
Pine, White Fir, Lodgepole Pine 
and Engelmann Spruce. Soon to 
be released are similar publications 
on Incense Cedar, Larch and Doug- 
las Fir. 

Identical in size and format, the 
Facts Folders are_ suitable for 
punching and insertion into sales- 
men’s portfolios, architects’ files, 
teacher and student notebooks, ete. 

Single copies and quantity rates 
may be secured from Western Pine 
association, 510 Yeon Building, 
Portland 4, Ore. 


MARKETS 


New demand puts pressure 
on prices all along the line 


WITH record breaking demand 
for building materials in both the 
home and the commercial and in- 
dustrial markets, prices all along 
the line are either edging or jump- 
ing upward, depending on circum- 
stances. Increasing pension and 
payrate demands are adding pres- 
sure to the price structure. Also 
general inflationary conditions out- 
side the industry are making them- 
selves felt. 

So far lumber prices are getting 
the publicity—much of it bad—for 
shooting up fast. Builders are mak- 
ing a strong case to advance home 
prices on the basis of increased 
lumber prices. 


SEATTLE—-Some high camps 
are still down due to snow and 
the aftermath of this area’s worst 
winter in sixty years but log out- 
put continues to improve. Mill pro- 
duction is curtailed probably twen- 
ty percent by a strike at the Wey- 
erhaeuser mills. Local log shortages 
continue to plague some shingle 
mills. 


Demand — prices — The tremen- 
dous demand for lumber amazes 
the industry. Added to the natural 
demand is an impetus given the 
market by “threats” grouped under 
the heading of strikes in the in- 
dustry itself and the railroads. De- 
mand is so strong some mills are 
not putting out lists. Car short- 
ages discourage shipping. Green di- 
mension in specified lengths can 
hardly be bought. Engleman spruce 
and Idaho white pine mills are out 
of the market. The spruce mills 
have very heavy order files, partic- 
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ularly of dimension, and likely wij 
not be trading again until 30 days 
or more. There is a considerable ex. 
port demand but offerings are be. 
low current prices and are not be. 
ing accepted. Divertical grain floor. 
ing can only be purchased in small 
amounts. 

The price picture in lumber and 
shingles is terrific. Dimension 
lumber is declared by many ip. 
formants to have reached the high- 
est figures in the history of the in- 
dustry. In the past fortnight boards 
and shiplap have advanced $5.00 
and $6.00. California is buying 
from southern Oregon No. 1 Com- 
mons with 25 percent No. 2 at 
$77.00 for shipment by rail or wa- 
ter. It is impossible to pinpoint the 
fir market. Timbers are not so ac- 
tive but have advanced to $55 for 
rough, while structural is $5 to $10 
over January-February figures. 

Shingle prices have advanced 
week by week. Since the last re- 
port in these columns No. 1 Royals 
have gone from $15 to $16 and No. 
2’s are up from fifty cents to $1. 
Number 1 perfections have similar- 
ly advanced and No. 2’s are up fifty 
cents. No. 1’s have jumped a dollar 
and so have No. 2’s. Only No. 3 
grades in all categories have re- 
mained steady. 

Supply—tThere is no surplus of 
lumber and many items are hard 
to buy. It is almost impossible to 
get straight cars of D siding, ceil- 
ing, or flooring. The immediate 
outlook is for greater scarcity and 
higher prices for lumber and 
shingles. 


TACOMA—The once rosy lumber 
market outlook has been somewhat 
dimmed by the CIlO-Weyerhaeuser 
strike which began last Monday, 
but to date operations in this im- 
mediate area have not been mate- 
rially affected. Although this is 
the official headquarters of the Wey- 
erhaeuser Timber Company, the 
firm has no mill operations here. 
Consequently local mill operations 
are not affected. Nevertheless local 
operators are watching the situa- 
tion warily as they always do when 
any labor controversy goes on close 
at hand. So far as Weyerhaeuser 
is concerned, that company, which 
only a week ago was viewing the 
national selling picture from _ be- 
hind a comfortable backlog of ad- 
vance orders, now finds its opera- 
tions at a _ standstill. Woods or 
mill operations have ceased and 
salesmen have been ordered home. 
Boom operations on Puget Sound 
likewise are suspended, but since 
Weyerhaeuser sells few logs to 
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other than its own mills, this is 
not likely to affect the output of 
other companies. Other companies, 
of course, are feeling the pressure 
of the Weyerhaeuser closure, par- 
ticularly in increased inquiries. But 
since most of them too already had 
heavy backlogs of advance orders, 
they are not in a position to give 
them much attention. The plywood 
industry likewise reports business 
good. O. Harry Schrader, Jr., man- 
aging director of the Douglas Fir 
Plywood Association, this week 
forecast continued prosperity and 
high production for plywood in the 
months ahead because plywood 
panels are finding increased use as 
a basic building commodity. Lum- 
ber shipments from here this week 
included 1,000,000 feet aboard the 





Silverwalnut for the Orient from 
Shaffer Terminals and 2,000,000 
feet aboard the Sulphur Mines for 
the east coast. 


LUMBER—NATIONAL 


Lumber shipments of 433 mills 
reporting to the National Lumber 
Trade Barometer were 3.4 percent 
above production for the week end- 
ing May 13, 1950. In the same 
week new orders of these mills 
were 0.8 percent below production. 
Unfilled orders of the reporting 
mills amount to 59 percent of 
stocks. For reporting softwood 
mills, unfilled orders are equivalent 
to 27 days’ production at the cur- 
rent rate, and gross stocks are 
equivalent to 44 days’ production. 

For the year-to-date, shipments 





of reporting identical mills wey 
14.2 percent above production; op. 
ders were 21.8 percent above pro. 
duction. 

Compared to the average corye. 
sponding week of 1935-1939, pro. 
duction of reporting mills was 72) 
percent above; shipments were 805 
percent above; orders were 728 
percent above. 





















LOANS TO BUSINESS 


=== Amount of Commercial, Industrial and Agricultural Loans = 
BILLIONS Outstanding as Reported Weekly by Federal Reserve 
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Spencer Kellogg’s 
IMPROVED BOILED 


Linseed Oil is 


SPECIALLY 
PROCESSED 


to increase YOUR 


customer’s 





satisfaction 


and bring 
MORE business 
to YOUR store 
















SPENCER KELLOGG and SONS, INC. 
The First Name in Vegetable Oils « BUFFALO 5, N.Y. 
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WEST COAST 


PORTLAND—By the end of 
April, Douglas fir mills finally 
caught up with last year’s produc- 
tion volume with a little to spare, 
said H. V. Simpson, executive vice- 
president of the West Coast Lun- 
bermen’s Association. First four 
months’ output was up 51 million 
feet over same period of 1949. 

“We are still 344 million feet 
behind production for 1948,” Simp- 
son pointed out, “which was our 
last normal weather year.” 





























Shipments from the region west 
of the Cascades in Oregon and 
Washington averaged 225 million 
feet a week during April. Ship- 
ments have exceeded production 
every week except two since the 
first of January. 


The Weekly average of West 
Coast lumber production in April 
was 223,839,000 b.f. or 137.3% of 
the 1945-1949 average. Orders av- 
eraged 253,882,000 b.f.; Shipments 
225,898,000 b.f.; Weekly averages 
for March were: Production 205,- 
817,000 (126.3% of the 1945-1949 
average); Orders 224,489,000 b.f.; 
Shipments 218,105,000 b.f. 


Seventeen weeks of 1950 cumu- 
lative production, 3,082,142,000 
b.f.; seventeen weeks of 1949, 3, 
030,520,000 b.f.; seventeen weeks 
of 1948, 3,426,609,000. 


Orders for seventeen weeks of 
1950 breakdown as follows: Rail, 
2,565,870,000 b.f.; Truck, 148,712,- 
000 b.f.; Domestic Cargo, 838,920,- 
000 b.f.; Export, 52,581,000 b.f.; 
Local, 193,488,000 b.f. 


The Industry’s unfilled order file 
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She’s Holding the Answer 
to More Window Sales -—---—---- 








Demonstrate for a woman, her husband, or a builder 

the dramatic REMOVABLE feature of ReOeW wood windows 
and they are quick to see—want—and BUY. The 

ReOeW REMOVABLE wood window comes out for washing, 
painting. or access to storm windows and screens. 

ReOeW exclusive spring cushion feature automatically 
adjusts for weather changes. Weatherstripping 

qualities far exceed government requirements. Yet— 
ReOeW Windows cost littl or no more than ordinary 


wood windows. 


TYPICAL CONSTRUCTION DETAILS 
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Windows 


Women are reading the story of 
these wonderful windows in 
two-color advertisements in 
BETTER HOMES AND GAR- 
DENS, AMERICAN HOME, 
and SMALL HOMES GUIDE. 
Nearly six million ReOeW 
REMOVABLE Windows are 


now in use. 


Dramatic merchandising helps 
are available to help you tell 
the story of this added sales 
feature. Fill out and mail the 
coupon TODAY. 
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ReOeW SALES COMPANY ROW) 
1352 ACADEMY © FERNDALE 20, MICHIGAN 


PLEASE Send more information 
the window with sales appeal. 
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of April; 
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Gross Stocks at 817 


»913,- 


WESTERN PINE 


The 107 
Western 


riod a 


mills reporting to the 
Pine Association for 
week ending 
72,608,000 feet. 
66,898,000 feet for 
year 


the 
13, 19950, cut 
This compared to 
the same pe- 
Shipments for 


May 


ago. 


the period amounted to 76,451,000 
feet, or 5.3 percent above produc- 
tion. Orders during the week to- 
taled 76,093,000 feet, or 4.8 percent 
above production. Unfilled orders 
stood at week’s end at 272,101,000 
feet and gross stocks on hand 
amcunted to 656,407,000 as com- 
pared to 852,307,000 for the same 
date in 1948. 





The LUMBER MARKET 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 





Vertical Grain Flooring 
3&Btr. © D 
Oe i Pere eee 155.00 150.00 110.00 
Flat Grain Flooring 
ak eee. 130.00 120.00 85.00 
i 2 SAP eer 143.00 138.00 110.00 
Drop Siding 
1 x 6 Pat. #106.145.00 140.00 110.00 
1 x 6 Pat. #116.150.00 145.00 110.00 
Ceiling 
eS a ae 115.00 110.00 70.00 
a Seer 120.00- 115.00- 100.00 
Boards and 
Shiplap 1x6 1x8 1x10 1x12 
No. 1 72.00 70.00 70.00 74.00 
No. 2 62.50 65.00 65.00 69.00 
No. 3 57.00 60.00 59.00 59.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4.75.00 75.00 75.00 75.00 75.00 
2x 6.74.00 74.00 74.00 74.00 74.00 
. am * 74.00 74.00 74.00 74.00 74.00 
2 x 10.74.00 74.00 74.00 74.00 74.00 
2 x 12.74.00 74.00 74.00 74.00 74.00 
No. 2 Dimension 
2x 4.69.50 69.50 69.50 69.50 69.50 
2x 6.68.50 68.50 68.50 68.50 68.50 
2x 8.68.50 68.50 68.50 68.50 68.50 
2 x 10.68.50 68.50 68.50 68.50 68.50 
No. 3 Dimension R/L Only 
2x 4.60.00 we 
2x 6.58.00 
2x 8.57.00 
2 x 10.54.00 
2 x 12.54.00 ‘ ane aude 
(Add 8-10 for dry lumber.) 
REDWOOD 
Finish 
 % © BM. BIG. cc ccccccccs 105.00 
> & F Meer. BIG . 2... cccccve 130.00 
% x &$ A&Btr. Siding............ 170.00 
% x 10 A&Btr. Siding............ 175.00 
EES) . Sea eee 165.00 
2 | Ee eerie re 175.00 
eee ses iin vwipbickloe es eislecaa ae 195.00 
re I Gig Gre bldn ls ore Gg erehevavens's 205.00 
Fe eS eee eee eee 
Prices for red cedar siding in mixed 
cars, new bundling 6 to 18’ are 
Beveled Siding, % inch 
Clear A B 
eee 80-84 78-82 60-62 
i ae 98.00 96.00 78.00 
© Me veiaes Ht 135 123-133 95-100 
a. yee 150-160 148-158 105-115 
Clear Bungalow Siding, % inch 
S. 7 eer 164.00 ! ia 
S GN ....- 195.00 193.00 150.00 
Be MOM ceccen 215.00 213.00 160.00 
BS SMOM. coves 205.00 203.00 115.00 
Finish, B and Better S2 or 4S, 
6-16’ or rough 
i a ee ee errs 145.00-165.00 
a, SAS Panera eae 175.00 
tn eae ark oo aww aera Sinead oe 185.00 
Ceiling or Flooring B and Btr, 9-16’ 
B&Btr. Cc D 
PN ln aia a 5 ak ware ian 100.00 97.00 85.00 
i. Seep 100.00 97.00 85.00 


SOUTHERN PINE 


Vertical Grain Flooring 
&Btr. C D 


i e ere 190. 00 180.00 135.00 

Flat Grain Flooring 
er AN 170.00 160.00 123.00 

yy err 170.00 160.00 123.00 
Drop Siding 

1 x 6 hae #106.170.00 160.00 123.00 

1 x 6 Pat. #116.170.00 160.00 123.00 
Cc ceiling 

, & J eaowere 155.00 145.00 110.00 

PM rokrars careard ciearan, * “Se alencel Taleo 
Boards and 
Shiplap 1x6 1x8 1x10 1x12 

No. 1 -120.00 120.00 120.00 120.00 

No. 2 82.00 82.00 82.00 82.00 

No. 3 74.00 74.00 74.00 74.00 
No. 1 Dimension 

12’ 14’ 16’ 18’ 20’ 

2x 4.83.00 85.00 89.00 92.00 92.00 

2x 6.83.00 85.00 89.00 92.00 92.00 

2x 8.83.00 85.00 89.00 94.00 94.00 

2 x 10.90.00 90.00 90.00 92.00 92.00 

2 x 12.98.00 98.00 101.00 104.00 104.00 
No. 2 rit wm: 

2x 4.75.00 79.00 81.00 84.00 84.00 

2x 6.72.00 74. 00 75.00 78.00 78.00 

2x 8.75.00 74.00 75.00 76.00 76.00 

2 x 10.81.00 82.00 81.00 84.00 84.00 

2 x 12.76.00 76.00 76.00 82.00 82.00 
No. 3 Dimension — Only 

2x 4.57.00 

2x _ 6.54.00 

3x 8.54.00 

2 x 10.55.00 

2 x 12.55.00 





WESTERN — 


PONDEROSA PINE 


Selects, 
S2 or 48 4/4 RW 5/4 RW 6/4 RW 
>. MEN 6 sss 04 eee 230.00 240.00 
Shop, S28 No. 1 No. 2 
NOIRE) wala asec he angeahoowaie ot 130.00 115.00 
ee BO an, 130.00 115.00 
Commons, S2 or 48 No. 2 No. 3 
ie eee 110.00 78.00 
aA Se ee eee 106.00 73.50 
Idaho White Pine 
Selects, 5-6/4 
S2 or 48 1x4 1x6 1x8 RW 
J Sea 220.00 220.00 220.00 250.00 
a | 200.00 200.00 200.00 220.00 
Commons, S2o0r4S No.1 No.2 No.3 
eK Seep: 133.00 122.00 95.00 
(eS See 143.00 127.00 94.00 
Sugar Pine 
Selects, S2 or 48 
4/4 RW eA} ped 6/4 RW 
B&Btr. RL ..230.00 00 230.00 
oh SPR: 220.00 320.05 220.00 
of 200.00 200.00 200.00 
Shop, S2 0.1 No.2 No.3 
BE cacdance eanckin 115.00 90.00 72.00 
ORES ones 115.00 90.00 72.00 
4, Meee SO ele: 130.00 97.00 72.00 





RED CEDAR SHINGLES 


Royals 





iments oucals Havens 16.00 
ee eS a renee 9.00- 9.50 
MEET © hitie & a. 5. 4recaaahe dcmamicaleien 4.50 
Pertections 
Op eee eee 12.00-12.50 
48". 1 5/2% SP 6.50 
ei gL Se eee 4.00 
XXXXX 
ae: 2 > es eee 11.00 
Se se : See 7.00 
We ee sha sieeie eae e 4.00 





ENGLEMAN SPRUCE 


Boards & 











Shiplap 1x6 Ix 1x10 Ixly 
No. 2&Btr.. 94.00 92.00 82.00 42.09 
No. 8&Btr...78.00 S100 S1.00 86.00 

No. | Dimension 

12’ 14’ 18’ 20" 
2% 71.50 74.50 74.50 
2x 71.50 74.50 74.50 
2x 72.50 75.50 75.50 
} 72.50 75.50 75.50 
2x12 76.50 79.50 79.50 

No. 2 Dimension 
2x 4.66.50 66.50 69.50 69.50 
2x 6.64.50 64.50 67.50 67.50 
2x 8.65.50 65.50 68.50 68.50 
2 x 10.65.50 65.50 68.50 68.50 
2 x 12.79.50 79.50 9, $2.50 82.50 
(Boards graded No. 1, 2, and 3 at flat 

price; no price for straight No. 2. Mills 

do not grade out No. 3 dimension sepa- 
rately as in fir.) 
WESTERN HEMLOCK 

Vertical Grain Flooring 

B& Btr. ic D 
i ee ee 140.00 135.00 90.00 

Flat. Grain Flooring 
2h Sere er 115 5.00 110.00 80.00 
= Sere 35.00 130.00 100.00 

Drop Siding 

x 6 Pat. #£106.135.00 130.00 105.00 
1 x 6 Pat. #116.135.00 130.00 105.00 

( veiling 
. ye Rae re ee 105.00 100.00 60.00 
A Pe eee 120.00 115.00 70.00 

Boards and Ship- 
lap + aici 1x6 1x8 1x10 1x12 
No. 78. 00 78.00 76.00 80.00 
No. 2 73.00 73.00 70.00 75.00 
No. 3 62.00 61.00 61.00 61.00 

No. 1 Dimension 

12 14’ 16’ 18’ 20’ 
2x 4.78.00 78.00 78.00 78.00 78.00 
2x 6.78.00 78.00 78.00 78.00 78.00 
2x 8.78.00 78.00 78.00 78.00 78.00 
2 x 10.78.00 78.00 78.00 78.00 78.00 

No. 2 Dimension 
2x 4.73.00 73.00 73.00 73.00 73.00 
2x 6.73.00 73.00 73.00 73.00 73.00 
2x 8.73.00 73.00 73.00 73.00 73.00 
2 x 10.73.00 73.00 73.00 73.00 73.00 
2 x 12.73.00 73.00 73.00 73.00 73.00 

No. 3 Dimension R/I. Only 
2x 4.60.0 
2 x 6.58.00 
2x 8.55.00 
2 x 10.53.00 
2 x 12.52.00 





OAK FLOORING 





Clear Pin 4§x24% xii yy 1%x2% 
White ..195.00 180.00 170.00 
Red ....195.00 ito 00 180.00 170.00 

Sel Pin 
White ..185.00 172.00 170.00 155.00 
Red ....185.00 162.00 170.00 155.00 

#1 Com 
White ..155.00 130.00 150.00 135.00 
Red ....155.00 130.00 150.00 135.00 

#2 Mixed 
15” Sh’rts 100.00 75.00 90.00 65.00 

#1 Comm. & 

Btr. . Jio. 00 80.00 90.00 75.00 

#2 Common 
15” Shorts 75.00 50.00 65.00 40.00 

WESTERN RED CEDAR 
Prices for red cedar siding in mixed 
cars, new bundling, 6 18’ are: 

Beveled Siding, % Inch 

Clear a “i 
% x 4 inch .. $5.00 83.00 70.00 
% x 5 ineh .120.00 118.00 88.00 
% x 6 inch -145.00 143.00 115.00 
% x 8 inch ....175.00 173.00 125.00 

Clear Bungalow Siding, % Inch 

2 ae 200.00 198.00 160.00 
BO THER see ccus 220.00 218.00 170.00 
NED ~ si ies sincerrsvl 230.00 228.00 165.00 


Finish, B and Btr S2 or 4S, 


6-16’ or Rough 


a Ss 
72e 


145.00-165.00 


12 
Cc citing or Flooring B and Btr, 9-16’ 
B 


1x 3 
1x4 


lengths. 
Series 


per 


Discounts 


on 


8,000— 
Listing 


under 
cent. 


175.00 
185.00 
&Btr. eS 
100.00 97.00 
. 100.00 97.00 


mouldings, 


$4.00—1 


ist 


6-20’ 


plus 


85.00 
85.00 
odd 


120 


Listing $4.00 and over—list plus 12 


per 
Clear 

1 / 
1/ 


AA 


cent. 


Lattice, 5/16”, 


4 to 


10’ 


100 Lin. Feet 


wl 
ee: 





90.00 


SO.00 
100.00 


105.00 
105.00 


60.00 
70.00 


1x12 
80.00 
75.00 
61.00 


You get all the correct answers to moulding 
needs in the Chromedge line. More than 700 
shapes and sizes! Trims for every covering 
material. Fittings for every requirement! A 
complete line of specially fabricated, ready-to- 
install units that save time and trouble. Price- 
tag rails for all types of shelves and counters. 
A large selection of trims featuring color insert 
strips. Matched sets of trims that achieve uni- 
form beauty throughout all points of metal 
trim application in a room, from floor to ceil- 
ing. Plus the widest choice of finishes, including 
standard bright, satin, and the pearl-like rub- 
proof Chromalite Finish. 


when it comes to style, variety, beauty, quality and 
economy in mouldings for every need .... 


These are only a few of the features and advan- 
tages Chromedge offers you and your customers. 
In addition, Chromedge gives you trims of 
greater dimensional stability. Each length of 
each section is exactly like the others. Joints and 
corners match. Metal thickness is uniform. Face 
widths are consistent. Lip recesses are accurate. 
Also, the quality, strength, workability, and 
durability of Chromedge alloys are carefully 
maintained. No substitutes or makeshifts. Every 
foot of these Chromedge extrusions is produced 
in B & T’s own plants! Your Chromedge dis- 
tributor has full information on B & T’s com- 
plete line. Get in touch with him today ! 





cy 





. 
COMING: 


EW CHROMALTE ) 
BRIGHT FINISH | 


t that makes a 
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BUSINESS PICTURE: Much educated guessing of 
late by dealers and high-level economists about the 
near and the more remote future of this industry. 
The capital's been full of conferees; retailers, archi- 
tects, building materials producers, research men, 
finance pilots and so on. They don't always agree 
in detail, but they ought to know in general. So 
these are some of the things this page has been 
hearing. 


MOST DEALERS think business will be good; but 
they do keep looking over their shoulders. It may 
be reassuring to know the Secretary of the Treas- 
ury says 1950 ‘will be one of the most profitable 
years in our history.’ A speech for the Tennessee 
Bankers’ Association, in which Mr. Snyder declared 
prices have shown a firm trend for nearly a year; 
so there’s less danger that inventory losses will 
reduce business profits. 


THE HOUSING BOOM, every analyst says, is 
gathering even more speed. Housing starts during 
the first four months of 1950, as you know, were 53 
percent higher in numbers than for the correspond- 
ing period of last year. The rush is said to be due 
not only to the fairly firm construction costs but 
also to easier financing terms under the new hous- 
ing bill and to the lifting of rent controls in many 
communities the country over. 


ZOOMING SALES: First, fear of higher rents. Sec- 
ond, the down payment on a car is often more 
than the down payment on a house costing as 
much. Monthly payments on a $10,000 house are 
often less than rent on a place priced at half that 
sum. So there's a big rush to buy; one that's likely 
to continue while the easy loans are available; or 
until the not exactly measured backlog: of war- 
deferred construction gets built. 


STIMULANTS: It’s not only the eased program of 
Federal loan insurance that keeps the big sweep 
of building on the go. It’s also the speed of general 
business, issuing in high levels of personal income. 
Income in March reached the annual rate of $222,- 
700,000,000; in part due to settling the ccal strike; 
in part to veterans’ insurance dividends. But with- 
out these special items it was still a record figure. 


COLD WAR: Whether or not you approve it as 
a way of supporting the national economy, there’s 
little chance of a business bust so long as we're 
shadowed by diplomatic trouble and have to make 
the big expenditures to meet it. A cold war doesn't 
cost as much as a hot war; but it’s no bargain 
affair. And these heavy expenditures by the gov- 
ernment get reflected in rising American personal 
incomes. That, sure enough, is one for the book. 
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HOWEVER ... Dealers are not getting carried to @ /f ¥ 
the skies on flowery beds of ease. So here are q glee. 
few items: There's talk of price inflation again. It lhe e™ 
COULD happen because war scares and whooped nua 
up defense spending got out of hand... Most build- § Opt 
ing materials dealers thought there couldn't be real @the ce 
inflation unless wages took another hike; which The 
they didn't think could happen this year. Now Qjenter] 
they're not so sure it can’t happen. the n 
BIG UNIONS: The mass-industries unions have §!"°" 
about as many members as the leadership can use = 
efficiently. But unions have always held together Pre 
through following policies of expansion; if not of g‘yste! 
new members then of higher wages. This year the g'Weer 
leaders are having little luck with welfare stuff; so In 
the pressure is for higher wages. Note how lead- § mp 
ers grab at expiring rent control as a reason for fj 'ribu 
more wages? on ar 
SOME MATERIALS PRICES are rising. A mid- — 
western report says lumber prices are up by 28 nd 
percent as compared with last fall; but such per- freee 
centages mean little, since variations are wide in We 
different areas and in species and grades. Higher §'¢ § 
prices have led some builders to start their own W 
yards; and direct-to-the-job shipments are increas- §j that 
ing. Dealers get squeezed between rising mill § to se 
prices and efforts to keep building costs low. In 
HIGH VOLUME, as eyerybody knows, doesn't lag 
always mean high profits. The N. Y. Times reports whic 
that 1,062 companies in 65 industries weighed in § ‘* 
with a composite decline in net profits of 11] per- if 
cent for 1949, as compared with 1948; that 71 per- § vent 
cent in the list showed lower profits and only 29 § nev 
percent higher profits than in ‘48; and that 45 of W 
the 65 industries reporting showed a decrease of 70 §§ dep 
percent in net profits. Total volume had been good. syst 
“RETAIL PRICES,” says Norman Mason, past poli 
president of NRLDA, ‘don't reflect replacement § . \ 
prices at all.’ But he adds that the buyer is getting § 
the benefit of an active competitive market, which this 
he thinks is healthy. Retail volume is ahead of § ™ 
last year, as it must be to carry the construction i 
load. Not an easy situation; but dealers seem to be § ‘Ys 
cheerful. pre 
STOCK-PILING WORRIES: Some dealers fear the ff ,.,, 
government will grab a lot of lumber for a pre- @ ,,, 
paredness program. If things get hot, that doubt @ ,,, 
less will happen. The NSRB was created for the hel 





purpose, and it means business. But the Corps of 
Engineers has told the NRLDA that its normal lum- 
ber purchases for the Army, Navy and Air Corps 


















*Th 
run sixty million feet a month. No step-up is now bad 
in the works. je 
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The significance of retailing in the American economy” 


Retailing is not only our biggest business—but it is the most vital 


segment of a capitalistic economy 


Definition: —Retailing—The Sale of Products into Consumption or Use. 


Productive employment is sustained by retail sales. 

If we are to employ, in increasing production, a 
large part of our graduating classes that come into 
the employment market each year, we must have an 
anual expansion in the tonnage of retail sales. 

Optimum employment is the final survival test of 
the competitive enterprise system. 

The Communistic-Socialistic systems and the free 
enterprise systems have a common aim. Both seek 
the maximum production of a whole people. The 
ystem which provides the most production will win 
out in the end. 

Production is ultimately sustained under either 
ystem by consumption. The basic difference be- 
tween the two systems is in method of distribution. 

In Russia the distribution of production into con- 
sumption is a minor problem—the government dis- 
tributes production—“to each according to his need” 
on an allocation basis. Furthermore, there is no need 
in Russia to sell at a profit. 


Under our system, distribution is had through 
freedom of choice—‘*The Consumer is king.” 

We must sell our production into consumption or 
use and, to survive, we must do so at a profit! 

We have two inherent difficulties in our system 
that our enemies do not have in theirs—the necessity 
to sell and the necessity to make a profit. 


Inherent in the competitive enterprise system is a 
lag between production and consumption during 
which inventories accumulate awaiting the positive 
exercise by the consumer of his freedom of choice. 

If the lag becomes serious enough and unsold in- 
ventories become large enough, disemployment is the 
inevitable result. 

Widespread unemployment and another serious 
depression would mean the end of our capitalistic 
system as is indicated by what has happened to us 
politically as a result of the last depression. 


We should therefore realistically appraise the sell- 
ing job ahead. It is essentially a retail selling job— 
this sale at a profit of the full output of optimum 
employment under the competitive enterprise system. 


First, let’s take courage from the fact that our 
system has so far demonstrated itself to be the most 
productive in the world. There is a dynamic power 
in free enterprise—a spur to maximum Creativeness 
and individual effort in a free choice economy—that 
communism lacks! But with a billion people con- 
trolled by the communistic system we have never 
before been so powerfully challenged. 


Let’s take a square look at our problem. 


ite tienes 


‘This is the first of a series of four editorials designed to orient 
lumber and Building Products Retailing in the American Economy 
and n the Building Industry. 
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To sustain productive employment we must over- 


come six consumer resistances inherent in our system: 


1) Whether to buy or not 

2) When to buy 

3) What industry to buy from 
4) What type of product to buy 
5) What brand to buy, and 

6) Where to buy it 


Our consumers have relative freedom of choice on 
all six points. 

(When the decision goes against any producer on 
any of these six questions, his inventories begin to 
accumulate! ) 

All of these consumer decisions are made at the 
retail level—the point-of-sale into ultimate consump- 
tion or use—the last three feet production moves. 

This makes retailing the most vital segment in a 
competitive enterprise economy. Only an adequate 
retailing job will sustain our way of life. Obviously 
every producer must find an effective retail outlet 
for his production—or ultimately shut down. 

What is an adequate retailing job? 

We will probably sell at retail to family consumers. 
135 billions of dollars in products this year—about 
two thirds of our effective income. 

This volume will be at least three times our 1939 
retail sales in dollars and at least a 70% increase in 
tonnage. 

But we have five million unemployed even before 
the current class of graduates enter the employment 
market. 

Our retailing job—good as it is—is not quite good 
enough. 

We've got to force our production through the six 
above bottlenecks in increased quantities and at an 
accelerated pace. 

We've got to get more positive exercises of the 
freedom of choice than we have been getting at the 
point of retail sale. 

We've got to make the American people want more 
and better things. 


How can we get more creative retailing? 


It is a job not only for retailers but for all Ameri- 
can industry to help our retailers in every possible 
way to create more sales volume. 


And the building industry faces a special challenge 
in this overall problem for reasons which will be the 
subject of a second editorial in this series. 


pert Hood 


Editor 
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Executives of the Taylor 
Lumber Co. standing be- 
hind the 32-foot glass 
enclosed display counter. 
Left to right, Ed W. Tay- 
lor, president; L. H. Tay- 
lor, secretary; Chester M. 
. Fogle, vice-president; and 
COVER: Ed W. Taylor and Wayne Rs Bechner, treas- 
son, Roger. urer. 


MASTER | 
MERCHANT 


Short, easy 
lesson in 


MERCHANDISING 


Master Merchant Ed Taylor has 
developed a well-rounded business. 
Neat product displays, effective 
advertising and qualified salesmen are 
doing a coordinated job for 

this Texas dealer 


D TAYLOR’S place of business in Houston isn’t 

spectacular outside or inside. It is neat and clean 
and shows off what it has to sell to good advantage. 
What places Ed in AMERICAN LUMBERMAN’S Master 
Merchant class is the thinking that goes into his busi- 
ness. 

When Ed began thinking about a new building a 
few years ago, he and one of his men toured some of 
the Nation’s newest building materials stores. When 
they got back, each man dictated his findings to his 
secretary. Their comprehensive notes, plus clippings 
from trade journals, guided Ed in planning his new 
layout. 

Consequently, the new air-conditioned store was 
designed to permit later expansion, if necessary. The 
steel-and-frame building (48x82), with shake side- 
walls and a glass front, faces the intersection of one 
of the city’s heaviest traveled streets. A stoplight 
directly in front of the store halts traffic in just the 
right spot for motorists and bus passengers to win- 
dow-shop while the light stays red. 


WINDOWS LURE CUSTOMERS 


That is one good reason why Ed, and his son Roger, 
who is directly responsible for floor and window dis- 
plays, give so much careful thought to what goes into 
the windows. One woman who had passed the store 
on a bus telephoned five minutes later to inquire about 
a kitchen cabinet she had seen in the window. The 
window display is credited with selling two kitchen 
cabinets in three weeks. A Nashville woman wanted a 
screen door grille, which had been spotlighted at night. 

The Taylors call the corner windows the hot spots. 
These may display attractive built-ins or medicine 
cabinets hooked to electrical outlets to show how they 
will look when installed. 


HOME PLANNERS can look over a wide variety of literature 
from the rack. New, streamlined bookkeeping equipment makes 
it easier for Miss Liddie Lesikar, right, to keep her books in 
balance each day. 
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SMART-LOOKING deck of wallboards are individually 
priced. This is one of many building materials brought int 
the store. Plywood cut to suitable size for hobbyists and car. 
penters is featured in a neat display on the sales floor. 


LINOLEUM, one of the most difficult products to show effec 
tively, is placed on rollers for an attractive display. Nails are 
bagged in one, two and five-pound lots. The neat display 4 
the top indicates the length of a variety of nails and the num: 
ber per pound. 
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TRAFFIC LIGHT in front of the main entrance of the store 


sives motorists and bus riders a chance to window-shop while 





MANUFACTURERS’ SALES LITERATURE and point-of-sale 
aids are seen on the table. Paint sales (center), are given a 
ood boost by Ethelyn Schell, left, who has been selling build- 


ARMSTROUVGS 
CUSHION TONE 








Inside, one of the first things to catch the custom- 
er’s eye is the 32-foot long glass display counter which 
is used for a neat, effective display of carpenter’s tools. 
While contractors and drop-in customers are having 
their orders written up, it is only natural to look over 
—and buy—the merchandise so attractively displayed. 

The (30x60) store fixtures, which were built in 
the Taylor shop, are interchangeable. These islands 
display such items as painter’s sundries, home hard- 
ware and plumbing and electrical supplies. The Tay- 
lor idea of merchandising is to bring as many building 
materials into the store as possible. This idea, the 
Taylors say, not only helps sell more materials but 
saves the salesman’s time. 

These store-displayed materials include _ small 
squares of plywood, especially for the carpenter and 
hobbyist; nails, bagged and priced; wallboards, metal 
moldings, ready-mixed concrete; wood and asbestos 
shingles and floor coverings. Paint and builders hard- 
ware are given major shelf and wall displays. 

Although a conscious effort is made to show as many 
builders’ items as possible, the store is kept neat and 
uncluttered. Ed believes good housekeeping is impor- 
tant. What difference does it make if you have large 
plate glass windows if they are dirty? The Taylor 
Lumber Co. windows are washed weekly by a profes- 
sional window cleaner. The rubber tile floor is kept 
polished, and the displays are kept neat and dust-free 
by the janitor and another part-time worker. 

Alert for new profit items closely associated with 
the building materials field, Ed believes in buying 
items in quantities so they can be sold at an attractive 
price. Additions in the last 18 months which have 
gone over well, include kitchen cabinets, trellises and 
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they wait for the light to change green. Careful thought is 
given to attractive window displays. 





ing materials for several years. Her customer is Mrs. Verna 
Brown. The hardware display features a wide variety of build- 
ers’ and cabinet items. 





ready-mixed concrete. The initial order of ready- 
mixed concrete was 20 bags; now orders are placed 
for 50-bag lots. 
WOMEN GOOD SALESMEN 

Several Taylor employes have been trained at the 
30-day schools sponsored cooperatively by Southern 
Methodist University and the Lumbermen’s Associa- 
tion of Texas. Two of the women employes are quali- 
fied saleswomen. Before Ed’s son, Roger, joined the 
organization, Miss Ethelyn Schell had complete 
charge of the paint and builders’ hardware depart- 
ment—buying, selling and displaying these products. 
She doubles as a capable stenographer.: Miss Liddie 
Lesikar, a bookkeeper, ‘“‘can figure lumber with the 
best of them,” Ed says. Incidentally, the new book- 
keeping equipment installed by the company enables 


Miss Lesikar to make out statements at the same 


time she posts, spreading out the work and avoiding 
the previous month-end rush. The new streamlined 
system enables her to keep her books in balance every 
day. 

Dick Patterson, a colored salesman, is responsible 
for a good share of the company’s repair, remodeling 
and modernization work. Dick, one of Taylor’s three 
outside salesmen, started with Taylor 15 years ago 
as a yard laborer. Today he has his own desk, com- 
pany car and business cards. 

Many colored people come to the yard and ask for 
Dick by name. His work takes him in and out of the 
office a good deal during store hours and he generally 
makes two or three business calls on prospects at 
night. His services are advertised in a neighborhood 
newspaper for colored people under the headline “Dick 
Patterson says: remodel, repair, modernize.” A picture 
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ADVERTISING, both radio and newspaper display pace, ;, 
used by Taylor Lumber Co. This sample ad is typical of th, 
weekly ads laid out by a Houston agency for Taylor’s campaign, 





heer DICK” PATTERSON 





SAYS: —f § 
REPAIR ’ 
REMODEL | 
MODERNIZE Noo ki WS Builders - 


Your Home Today! 






















































































































a 
i : NO MONEY DOWN 
“2 i 36 Months To Pay I 

na ¥ \ ay TAYLOR LUMBERCO. A NEW ROOF NEW GUEST ROOM odd j 
e peti suas e roves, $50 —— i v7 from 
OF =86JENSEN AT CLINTON DRIVE little as per month little as wo west, 
3 Ms > going 
DICK PATTERSON, Taylor’s colored salesman, is featured in ail a By alr Vi 
ads in a neighborhood newspaper. He is responsible for a 1 |> BS noun 
good share of the Taylor repair and remodeling business. i NEW. ASBESTOS NEW ATTIC ROOM bs listey 
Al ; on month nhl $g%.... month K _ 
of the enterprising salesman runs with the ad. Several Sacha ed cc cdenceamae ae Mi 
colored contractors are listed on the Taylor books. A “REA Doct 
Spanish-speaking yard man has recently joined the ager 
organization. Handy woop = 
Another effective sales idea utilized by Ed is the — 
simple postcard. On one side is the Taylor Lumber nw Wallis sg’ 

Co. store in color; the other side, except for company NOW! Eosy-to- , 
name, address and telephone number, is left open for work-with sizes. DE LUXE METAL oe 
a message. These cards are used to follow up store Handy for home | MEDICINE CABINET Special Py 
visits and announce special items. They are written dag Recage rca $919 a 
in ink by one of the girls who writes an attractive, wikis rovers, $2.45 3! ved 
legible longhand. a - 
STRONG ADVERTISING PROGRAM may CELOTEX AN. 
Both newspaper display advertising and radio spots “ ae : Y 
are being used to step up home-owner trade. The Tay- only 92 a save 
lor ads, prepared by a local agency, are closely watched orem ’ pa beet 
by competition, inside and outside the light construc- Jensen Drive at Clinton Drive pr 
tion field. As one chain-store man remarked to Ed, Telephone PR-3337 Houston, Texet you 
“When you’ve advertised an item five times, I run it it 
myself.” Pot 
The weekly newspaper display ads (8x12), include Don’t let the space in your attic go to waste. Taylor § est 
a number of illustrations, and usually feature price Lumber Co., Jensen Drive at Clinton Drive, will sup- § Y° 
and the easy-payment plan. The store’s air condition- ply you with all the materials needed to finish a new lat 
ing and parking facilities are mentioned frequently. room in your attic for as little as $8.43 per month. a 
Specialty items like medicine cabinets and built-ins Since 1907, Houstonians have been finding better ie 
are played up. Newspaper tear sheets of the current building materials for less at Taylor Lumber Co., 401 & ine 
ad are hung at either end of the consumer-sales coun- Jensen Drive. cal 
ter. This radio spot, together with the sample news- § is 
Taylor’s radio spots also mention price. One of paper ad shown with this article, are credited with § loc 
these is aired just before the nightly ball game. Here selling seven remodeling jobs in one month. Ed in- § He 
is a sample spot: ad 


(Continued on page 111) 
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ABOVE is the Taylor Lumber Co. yard at McAllen in the Rio 
Grande Valley. The store has been completely remodeled in 
recent years. Photo, right, shows one of Taylor’s new 1}4-ton 
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stake-body trucks. Truck sign gives firm’s name, address and 
telephone number. Note wood and asphalt shingles which make 
a good sales display across entire rear of store. 
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EVERY HOME OWNER needs 
odd jobs done around his premises 
from time-to-time. In the north- 
west, the Potlatch Yards, Inc., is 
ging after this business over the 
air with a series of chatty spot an- 
nouncements written to hold the 
listening attention of the radio au- 
dience. 

More often than not, the House 
Doctor is the Potlatch yard man- 
ager. In other cases arrangements 
have been made with a local handy 
man to handle this business, grant- 
ing him desk space and a telephone 
to handle the business. In either 
case, the idea has worked out very 
well. The spots cover a wide range 
of products and services. Note 
the use of a feminine voice on the 
program. 


ANNOUNCER: 


Yes, the Potlatch House Doctor can 
save your home! He is an expert, 
because home repairing and home 
remodeling is his business. By con- 
sulting the Potlatch House Doctor 
you will save your home, and make 
it new and modern looking. Your 
Potlatch House Doctor will give free 
estimates ... free advice ... to help 
you modernize your home. The Pot- 
latch House Doctor will save you time 
and money, because his expert advice 
will put you on the right track from 
the start! For any home improve- 
ment, your Potlatch House Doctor 
can help you! Remember, your home 
is your castle . . . keep it modern 
looking . consult the Potlatch 
House Doctor for expert remodeling 
advice! 


WOMAN’S VOICE: 


“Calling the House Doctor .. . call- 
ing the House Doctor! Report to 
Plans Room .. . couple wants new 
home and needs expert advice!” 


ANNOUNCER: 


Yes, the Potlatch House Doctor can 
give you expert advice about planning 
an’ building your new home. He will 
be zlad to give you free estimates on 
lun ber costs . . . and building ma- 
ter als! The Potlatch House Doctor 
is «n expert himself, and can help you 
plan those extra conveniences you'll 
wait in your home, from the modern 
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“Calling the house doctor... 


kitchen with all the latest conveni- 
ences to the right amount of cupboard 
and closet space for convenient living 
. .. Your Potlatch House Doctor is 
the right expert to see! Yes, from 
your attic to your basement, the Pot- 
latch House Doctor will give you free 
expert advice for more convenient liv- 
ing. Always let an expert home build- 
er help you plan your new home! Al- 
ways call the Potlatch House Doctor! 





WOMAN’S VOICE: 


“Calling the House Doctor .. . call- 
ing the House Doctor! Epidemic of 
leaking roofs is plaguing country- 
side! Expert advice and help re- 
quired!” 


ANNOUNCER: 


A loose leaky roof is a costly thing! 
And loose shingles take away the pro- 
tection you need for bad weather! 
The Potlatch House Doctor will give 
you the right advice for your re-roof- 
ing needs. The House Doctor will 
also give you free advice including 
cost estimates and over-all roof repair 
necessary. A sound roof is an aid to 
health too, because it keeps your home 
free of moisture and keeps cold out. 
Consult the House Doctor at Potlatch 
first, for sound re-roofing advice! The 
House Doctor is an expert, and can 
save you extra expense in re-roofing 

.. remodeling ...or insulating. Be 
sure you call the House Doctor at 
Potlatch Yards when there are ail- 
ments around your home that need 
treatment! 


WOMAN’S VOICE: 


“Calling the House Doctor .. . call- 
ing the House Doctor! Home is suf- 
fering from lack of insulation . . 
reports say that owners can’t keep 
warm!” 


ANNOUNCER: 


Give your home more comfort with 
guaranteed balsam wool! The House 
Doctor at your friendly Potlatch 
Yards, is the right doctor for making 


” 


Spot announcements beamed to the home owner bring in 
new business for Potlatch Yards, Inc. 


your home more comfortable! His 
expert prescription is balsam wool in- 
sulation! During the cold winter 
months house temperatures that are 
irregular prove to be very costly as 
well as unhealthy! So protect your- 
self by protecting your home with 
balsam wool insulation. When your 
home is insulated with balsam wool, 
you can depend on cooler, more health- 
ful temperatures! Yes, your home 
will be up to 15 degrees cooler in the 
summer, and you'll save up to 30% 
on your, winter fuel bills too, because 
balsam wool will keep the cold air out 
and the warm air in. You’ll have per- 
fect temperature control, when you 
call the Potlatch House Doctor for 
controlled summer coolness, and 
money-saving warmth in the winter. 
The Potlatch House Doctor will pre- 
scribe the best insulation .. . balsam 
wool! 


WOMAN’S VOICE: 

“Calling the House Doctor .. . call- 
ing the House Doctor! Paint peeling 
disease attacking this area! New 
paint protection needed to control fur- 
ther damage!” 


ANNOUNCER: 

The paint that protects your home 
from the unsightly scale-like look, is 
found at your nearby Potlatch Yard! 
You'll protect your home both inside 
and out when you consult the Potlatch 
House Doctor first. The lasting Pot- 
lateh Chief Paint job will leave your 
home with that fresh-young look, that 
will help protect your home in the 
winter ...spring... summer... 
and fall! Remember, you get the right 
treatment, when you call the House 
Doctor, at your nearby Potlatch 
Yards! 


WOMAN’S VOICE: 


“Calling the House Doctor .. . call- 
ing the House Doctor! Wood surgery 
required to save life of Home!” 


ANNOUNCER: 


Yes, you can save the life of your 
home, by calling the House Doctor at 
your nearby Potlatch Yard. He will 
be glad to give you free estimates on 
your home improvements. This Pot- 
latch expert will assist you in plan- 
ning your remodeling, free of charge. 
You can be sure of expert advice when 
you call the House Doctor at the Pot- 
latch Yards, for his assistance. 
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BY R. B. WILLIAMS* 


Field Manager, San Francisco Office 
Allied Building Credits, Inc. 


Case histories show that small yards as well 
as large ones can benefit from installment 


sales; here are ways to promote budget 
business 


UST WHO is 

buyer? 

Well, I would say he is 95% of 
the people in the United States to- 
day. He’s a fellow making an aver- 
age income, usually not able to ac- 
cumulate large amounts of cash. 
Nevertheless he enjoys most of the 
benefits developed during the past 
years in homes, automobiles and 
appliances because he is able to ap- 
portion a small amount of his sal- 
ary each month in order to pur- 
chase these things. 

He is a man who is directly re- 
sponsible for the growth of many 
large concerns today. Principally 
because he did not have to wait 
until he had sufficient cash to pur- 
chase their merchandise, but in- 
stead purchased it over a set period 
of time at a price per month that 
he could well afford. From this you 
might think that the installment 
buyer has unlimited funds with 
which to purchase, but you are very 
definitely wrong. 

Let’s look at the _ installment 
buyer. First, he has to make pay- 
ments on either a home or in the 
form of rent. Next, he has to eat, 
so the grocer gets his share of it. 
Then he sets aside a small amount 
for a vacation. Insurance takes an- 
other hunk. Probably he has to pay 
a certain amount for doctor’s bills. 
Finally, there is a small amount 
left for the installment buyer to 


the installment 





*This article in as excerpt from a 
speech given by Mr. Williams before 
the Lumber Merchants Association of 
Northern California at their conven- 
—, = Yosemite National Park in 
April. 
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How budget 
selling can 
increase your 
net profits 






| FUDGET TERMS 
for You 


Your Choice of Plans 
*$ PAYMENT PLAN 
5-30 Berys fh 60 Das fr Hb 
+4 tt MONTHS PLAN 
Samcit Carrying Charge 
“AL HE MMONTHS- FHA 
Bo Mekeriol for fame. 
Repair, Remodeling —- ; 

ASK ANY SALESPERSON 

FOR PETALS 



























SAWYER’S, Worcester, Mass., advertises three different type: 
of budget terms on this consumer counter placard. The counter 
card states: “Your choice of three plans: 3 payment plan—1/? 
30 days; 1/3 60 days; 1/3 90 days. 
small carrying charge. Twelve to 36 months, FHA on material 


Four to 12 months plan— 


for home, repair and remodeling. Ask any sales person for 


details.” 


purchase the many, many things 
for sale today. 

That is why all large companies 
advertise extensively and direct all 
of their sales program to get as 
much of this little piece of money 
that is left as possible. How much 
does the lumber dealer get? Sta- 
tistics show that he receives 7%, 
not nearly enough: the other indus- 
tries 93%. 

All right, so you say, “I should 
get more of this installment dol- 
lar. How am I going to do it?” 
Well, first of all, there has been a 
plan available to you since 1934, 
Title I, FHA. It enables you to sell 
anything in the line of materials 
that you handle in your yard, both 
merchandise and labor. It enables 
you to sell the complete job or just 
the material. That’s your first step. 
Get thoroughly acquainted with 
what you can do under Title I, 
FHA. Make sure that everyone in 
your yard is familiar with it— 
truck drivers, clerks and yardmen. 
The more of your personnel who 
know what they can sell, whom they 
can sell, and in what amounts they 
can sell, the larger your possibili- 
ties are for sales under Title I. 
These are the first two steps: ac- 
quaint yourself and your personnel 
with Title I. 

The next step is to acquaint your 
customers with the fact that you 
are able to sell your merchandise 
and services on a budget plan that 
you yourself arrange, right in your 
own yard. How do you acquaint 
your customers with this fact? 
First, there is newspaper advertis- 
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ing. There are many types and 
kinds of newspaper mats that are 
available. However, don’t make the 
mistake of directing your advertis- 
ing toward the cash buyer—and 
don’t direct your advertising at the 
competition. 

In order to advertise correctly to 
the installment buyer, you should 
sell him ideas, not prices per foot. 
The customer is interested in the 
protection that a new roof will give 
him, not shingles. He is interested 
in a new porch, not 2x4’s. He is 
interested in fuel savings in the 
winter, cool and comfort in the 
summer, not just insulation. He is 
interested in pride and ownership 
of his home, not a bucket of paint. 

Going further, make your adver- 
tisements cover a complete job at a 
price per month. Advertise that 
new porch complete for so much a 
month or an additional room con- 
plete for so much per month. | 
know you will reach profitable cus- 
tomers you never have sold before. 

Then there is radio advertising. 
I have had occasion to .talk to sev- 
eral dealers who have used radio 
extensively in their advertising and 
found it to be profitable. There, 
again, these dealers did not adver- 
tise shingles and 2x4’s. They told 
their customers how these materials 
could be used and told them that 
the job was available at so much 
per month. 

Don’t overlook the possibilities 
for advertising offered right in 
your own yard. This is usually the 
cheapest way to advertise, but one 
which can bring amazing results. 




















ow! KVENIENCE. 
for KITCHENS 709 / 


= 
Now... every kitchen can be modern,  \ 
convenient, uncluttered ... with smart, new 
space-saving K-Veniences! K-Veniences 
work the same storage magic in kitchens 
that they work in closets . . . provide a place. 
for everything from dust mops to dish 
towels ... keep utensils out of the way, yet 
in easy reach. Finished in gleaming 
pa a ee chromium... easily and quickly installed 

with a screwdriver. 
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aterial @ buck or Montgomery Ward o CS 
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son for number of the retail outlets who 
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Wal-lite Decorative Tile Board 
Panels offer wide choice of colors 
to please and sell your customers, 
Wal-lite’s delicate pastel colors 
match the acceptance and wishes 
of over 90 per cent of America’s 


home makers . . . as proven by a 
nation wide test. Not too bright, 
not too light, but just right... 
Wal-lite’s California Apricot, Azure 
Blue, Spring Green, New Ivory, 
Sunny Yellow and Pearly Gray 
will please the most discriminating. 


For customers desiring solid colors, 
stock and show VWal-lite’s Ebony 
Black, Persian Red and White. For 
beautiful colors, 
leader. 


Wal-lite is the 


See your Jobber. 


ng CoM 
























vertising is direct mail. Many 
manufacturers furnish envelope 
stuffers in which their materials 
and the merits of their materials 
are described; also advice as to how 
to use them. When you use the en- 
velope stuffers in this manner, be 
sure to mention prominently that 
these materials and ideas are read- 
ily available at your own yard on 
convenient terms that you yourself 
will arrange. 

But do dealers take advantage 
of this service which the manufac- 
turers have spent many thousands 
of dollars to create for your aid? 
In most instances, no! These stuff- 
ers generally end up being one of 
the best little dust collectors in the 
entire yard. Manufacturers know 
these envelope stuffers will help 
you make sales. Why not use them? 

Another easy method of advertis- 
ing is your trucks. Why not put 
signs on them that will tell the 
people that you have a budget pay- 
ment program. The only cost rep- 
resented in a program of this kind 
is the actual cost of printing the 
signs, which is very nominal com- 
pared with the cost of newspaper 
advertising. Make your trucks work 
in more ways than one for you. 


BUDGET SELLING IS PROFITABLE 


Let’s see why installment selling 
can be profitable and can increase 
your sales. I know that none of 
you will dispute the fact that cash 
business has always been, and will 
always continue to be, price-con- 
scious business. The cheaper you 
sell it, the more you can sell. Nor 
will you disagree that the larger 
jobs such as commercial business 
or large tracts of homes are much 
more competitive than several years 
ago. 

When a customer comes into 
your store with the cash, he is not 
interested in anything but the price 
of the material. If Your price is 
the lowest, you will sell the mate- 
rial. If not, you have lost the sale. 
Contractors are becoming more 
price-minded daily and if you have 
the opportunity to figure on one of 
their jobs, you may rest assured 
there will be two or three of your 
competitors figuring the same job. 
If you cut your estimate to ap- 
proximately your cost you have a 
reasonably good chance of obtain- 
ing it. 

On the other hand, the install- 
ment buyer is interested in how 
much down and what the monthly 
payments are; installment sales put 
the question of cash or the price 
of the material per foot in the back- 
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ground. It gives you an opportup. 
ity to make a sale at the reguly 
markup. It has eliminated yoy, 
customer shopping around for , 
better price; you have sold him a 
idea at a price per month. Yo, 
have not only sold him the mate. 
rial, but you have sold him the 
service and consequently he fee; 
obligated to buy from you. 

Still another advantage of jp. 
stallment selling is that people wil 
buy more material at better price; 





















monthly 
just you! 




































































































and I doubt if any of you will ob. yy . 
ject to a sales program of thai 
kind—more material, better prices, 
better profits. 
Here is another important reason 
why budget sales are profitable: -9 
accounts receivable are growing. If *¥ { 
think this has happened many = 
times in your own yards. You have sLOAD 
a customer who wishes to make aff yes n 
$50 purchase and have you carry § repair 
it for 30 days. You feel that he has 
the ability to pay for it within the] why 
30-day period you require, so youll montt 
let the customer have the material. § An 
Now, how many times have you,@ js, “H 
90 days later, been at his front door § sales ‘ 
trying to find out why he has not been 
come in to pay up his account? biles, 
A complete investigation reveals § pumb 
that the man didn’t have a chance pudg: 
to pay for $50 worth of materials § been 
on a 30-day basis and consequently, § make 
because he couldn’t pay you the $50 @ tive 
within the 30-day period, he didn’t § item: 
pay you anything. So you’re miss-§ why 
ing your money and you lose his § your 
business. Wouldn’t it have been @ plan 
much easier to find out exactly what § of th 
the man was going to build? In§ tomc 
most instances, I’ll bet he could § deal 
have used $300 to $400 worth of W 
materials. usua 
By placing this sale on your bud- § or « 
get plan over a period of 36 months § had 
you would have had your cash and § pur¢ 
made more profit, increased your § not 
sale and retained the customer. If, § tim: 
for no other reason than elimina- § of § 
tion of many accounts receivable, § sma 
installment selling would be profit- § one 
able for you. loac 
SELLING MADE EASIER trig 
Let us direct our attention for a § $50 
moment to another phase of install- § $15 
ment selling. Why is it easier to } 
sell? Which is easier to sell—an & cus 
item costing $15.97 per month or § ter 
an article costing $500. Your cus: § nez 
tomer is better able to visualize § ton 
these smaller amounts. such a3 @ pu 
$15.97 and $31.94. When you start @ an 
talking in terms of $500 to $1,000 @ he 
for the job they have in mind, their § pr 
tendency is to throw their hands § it 





in the air and exclaim, “I couldn't 
possibly afford that much. I’ll have 
to let it go for the time being.”’ So 
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WOME REPAIR LOANS 
No Down Payment 


36 Months 
to Pay 


== Would you like to repair your 

home, add a new room, paint, 

build a new garage, put ona 

new roof, install asbestos 

siding, or repair in any man- 

ner? If so, we have an easy 

monthly installment plan that requires no mortgage, 

just your credit references. Loans can be arranged 

in 15 minutes. Estimates with no obligation. Call 
and ask for Raymond Ray. 


SLOAN LUMBER CO., Fort Worth, Tex., 
uses newspaper advertising to promote 
repair and remodeling business. 


why not sell the easy way on 
monthly payments? 

Another question you may have 
is, “How is it going to increase my 
sales?” Just remember people have 
been buying refrigerators, automo- 
biles, clothing, furniture and any 
number of items for years on a 
budget plan. That’s a market you’ve 
been missing entirely. If you can 
make your merchandise as attrac- 
tive and as easy to buy as these 
items, there’s absolutely no reason 
why you are not able to increase 
your sales. Believe me, the budget 
plan is responsible for the success 
of the refrigerator dealers, the au- 
tomobile dealers and the furniture 
dealers. 

With the lumber dealer, it’s 
usually been a question of 30 days 
or cash. The customer formerly 
had to limit himself to possibly a 
purchase of $15 at a time; he could 
not purchase a larger job at one 
time and keep within his budget 
of $15 a month. So many of these 
small sales can be combined into 
one large sale and delivered in one 
load, rather ‘than make five or six 
trips. It’s just as cheap to deliver 
$500 worth of materials as it is 
$15 worth. 

Many dealers have told me that 
customers who have purchased ma- 
terials from them on a budget plan 
nearly always bring in another cus- 
tomer. Neighbors will see a man 
putting up a fence or an addition 
and ask him how it happens that 
he is putting in this particular im- 
provement. The response is “I got 
it down to the so-and-so lumber 
company on a budget plan. I didn’t 
pay anything down and my pay- 
meiits are only $6 per month.” Re- 
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sult—increased sales. 

In my travels in many yards, I 
get a great many answers to my 
question, “Why don’t you do install- 
ment selling?” Usually the stock 
answer is, “Well, I’m not in the 
right location. Now you take the 
yard down the street. He has a 
much better opportunity for this 
type of business than I have.” Or— 
“T’m in a country town; the yards 
in the big town get that type of 
business.” 


Let’s see how the dealer who has 
his yard in the small town can 
answer these questions. A dealer 
in a small town in Utah with a 
population of 1,100 did $220,000 
of budget business in 1948. A town 
in Idaho with a population of less 
than 4,000 has averaged over 
$75,000 for the past 15 years. 


Whether or not you as lumber 
dealers recognize it, you who for- 
merly held the No. 1 position in the 
building field are losing out. Why? 
Formerly you had no competition; 
now we find mail order houses, de- 
partment stores and other types of 
stores all selling many of the mate- 
rials that you sell. The bad part 
of it is they’re selling these items 
on their budget plans; now you not 
only have competition from your 
old field, but they have branched 
out and you are now getting com- 
petition, you might say, from com- 
petition. 

I imagine many of you would be 
amazed if you knew how many cus- 
tomers, who live practically in your 
own backyard, were buying through 
mail order houses many thousands 
of dollars of the same materials 
that you sell. Are you going to al- 
low this? Are you going to let the 
other fellow take your share of the 
installment dollar because you have 
not made the proper effort? Just 
think of it, Sears Roebuck, with 
sales of over two and a half billion, 
average six hundred million dollars 
worth of installment business an- 
nually. 


If there isn’t any profit in this 
type of business, why do these 
stores continue to do that kind of a 
job over a period of years? You 
might ask yourself what percen- 
tage of your sales were installment 
sales last year? We had one dealer 
who made over 3314% of his profit 
from the 10% of his total business 
that was installment business. 

All of you have merchandise to 
sell. Isn’t it logical to use every 
tool that will help sell it? The field 
is wide open and it depends on only 
one person—you, the dealer, to 
make that selling tool work for you. 


7 ADDED 
FEATURES... 


You get them all in the new 
Moisture Register Model RF 4 


You can save money, protect sales and 
increase customer goodwill by using 
the Model RF 4, Moisture Register’s 
newest electronic instrument for test- 
ing moisture content in wood and 
wood products. Check these features: 


* Guaranteed accuracy. Only instru- 
ment testing from zero to 25%. 
” . 
2” penetration. 


New proximity fuse type tube and 
radio frequency oscillator unit for 
compactness, greater accuracy and 
increased stability. 


Oversize spring-loaded electrodes 
give perfect contact. Tests smooth 
or rough surfaces. No needles to 
mar surface. 


Precise calibrations for 80 wood 
varieties. Calibrations accurately 
charted by susceptance variation 
_ method after 3 years of research. 


Automatic battery voltage control 
maintains constant voltage for life 
of batteries. Radio type batteries 
obtainable everywhere. 


Simple to use. Only 2 controls. Flip 
the switch, read the dial, check the 
chart—all in 3 seconds! 


Cast aluminum instrument case and 
all-metal gun for extra ruggedness. 
Easy to carry. Complete unit weighs 
only 7 lbs. Contained in sturdy, vel- 
vet lined, fabrikoid covered case. 


Price $148.50 F.O.B Alhambra. 





10 DAY FREE TRIAL! 


Try it for 10 days free. Use it. Prove 
it’s more accurate, easier to use. Send 
for one today. No obligation! 














Write for information on Moisture 
Register instruments specially designed 
for the paper, textile, leather and 
wood industries. 


133 North Garfield Avenue, Alhambra, Calif 
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Small town dealer finds 
rental equipment valuable 


Ohio yard uses rental of sanding equipment 
to increase profitable paint sales 


BEN M. ALTWEIS, vice-president and general 
manager of the Seneca Lumber & Millwork Company, 
Fostoria, Ohio, reports that sander rentals are re- 
sponsible for an extra $3500 to $4000 income each year 
for his company. 

Starting 10 years ago with one sander, one edger 
and one polisher, demand soon became so great that 


the company purchased an additional set of equip-- 


ment. Even with the two sets, during the busy sea- 
sons, appointments run 10 days or two weeks ahead. 

“Today, our annual income from sander rental fees 
amounts to approximately $1500 including sandpaper, 
and this builds up our paint business, especially in the 
floor finishing products between $2000 and $2500,” Mr. 
Altweis says. “This means a total of $3500 to $4000 
extra volume resulting from a sander rental service.” 


EQUIPMENT 


The company has been using its present equipment 
for about 10 years and now has two 8” floor sanders, 
two 7” floor edgers, and one floor polisher. All of this 
equipment is in actual use approximately 30% of the 
time. The busy season is from January to the end of 
May. The other months are fair. About 70% of the 
customers are home owners and 30% contractors. The 
market area consists of Fostoria, the small villages, 
and surrounding farm communities covering a radius 
of about five to six miles. This trading zone area has 
a population of about 29,000. 

“We promote the floor sander rental business from 
signs and display of the equipment in our store, news- 
paper advertising, personal contact with contractors, 
and many of our customers are sent to us by satisfied 
users of the machines,” Mr. Altweis explained. 

“We charge rental fees for the floor sander at $5.00 
per day, the polisher $5.00 per day and $3.50 per 
day for the edger plus sandpaper. If the equipment 
is used only for a few hours or less than a day, we 
charge 75c per hour for the sander, 75c per hour for 
the polisher and 60c per hour for the edger. Most of 
our customers call for and return the equipment— 
however, we do make deliveries at a charge depending 
on the distance of delivery, with a minimum charge 
of 50c each way.” 


GIVE INSTRUCTIONS 


Mr. Altweis recommends that the customer should 
be thoroughly instructed in how to handle the equip- 
ment to do a good sanding and polishing job. Also, 
advice should be given as to the proper finishing of 
the floors as the customer will buy the products recom- 
mended for the finishing. The customer should be 
questioned as to the condition of the floors to be 
sanded. The clerk should estimate the amount and grit 
of sandpaper necessary and should also send more than 
enough sandpaper to do the job. This will eliminate 
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oe e 
Photo courtesy of American Floor Sanding Machine Company 
SMALLER dealers should have equipment (when not in use) 
displayed out in the store where customers will see it. This 


photo shows equipment in store of Seneca Lumber and Mill. 
work Company, Fostoria, Ohio. 


the necessity of the customer returning for more sand- 
paper and will help to keep him happy. 

Records should be kept. Regular forms should be 
filled out for the time of rental and sandpaper fur- 
nished, signed by the customer when the machines are 
taken from the store and the form completed when 
the machines are returned. Time should be calculated 
whether by the day or hour. The time, however, is to 
be determined by the party who has charge of the 
equipment. Mr. Altweis advises that one individual 
in the office should be made responsible for the serv- 
ice. Credits should be allowed for paper returned. 

The person in charge of this equipment has to use 
good judgment in determining at what rate the cus- 
tomer is to be charged when the equipment is re 
turned. For example, a man could use a machine for 
seven hours and it would cost him $5.25, whereas the 
day rate would be $5.00. 


UPKEEP 


Mr. Altweis reports that his equipment has required 
very little repairs. However, the machines are gone 
over thoroughly at least once a month to keep them 
in first-class working condition. This is very impor- 
tant so that the customer does not have any difficulty 
in operating the machine and doing satisfactory work. 
“It does not require a mechanic to operate these ma 
chines. On the contrary, a father, mother, daughter 
or son of the house can use them, and do a good job,” 
he explained. 

He sums up his experience with the enthusiastic 
comment, “We are very well pleased with the results 
of our sander rental business and recommend the 
purchase of such equipment by the lumber dealers. 
It is a good business and brings in both old and new 
customers.” 
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Denver dealer has developed equipment 
rentals into big volume — service helps sale 
of products 


LOCATED in the center of a fast-growing Denver 
suburb, the 16-year-old A.B.Z. Lumber Company rents 
a3 many as 200 pieces of equipment each weekend. 
It traces at least 25% of its total building supply 
sales directly to the rental department, and shows a 
consistent profit which amounts to at least 65% 
through the year on a $6,000 rental machine inven- 
tory. Rentals are so important to everyday sales 
success at this western lumber yard that “we would 
ontinue to operate the rental department if we 
merely broke even on it,” Mr. Mandel, the manager, 
put it. 

The secret of consistent success in rentals, accord- 


IT IS important that machines should be kept in top shape 
at all times. This is not difficult ‘as equipment is well built. 
Leniency should be shown customers in minor damage. 


ing to Mr. Mandel, is the fact that the store gives 
amazingly complete service, protects itself against 
loss or Over-use of the equipment, follows a closely- 
knit program of maintenance, and depreciates off all 
used machines, as rapidly as they fall into the “de- 
terioration class.” 

EQUIPMENT 

This equipment is available for rental: sanders, 
edging machines, mixers, electric hammers, polishers, 
waxers, vibrators, lawnmowers, lawn rollers, wheel- 
arrows, drills, extension ladders, asbestos shingle 
cutters, paint spray equipment, skill saws, belt sand- 
ers, type dies, pipe tools, spreaders, seeders, linoleum 
rollers, and many other items. There is stock of any- 
where from 3 to 24 machines in the separate classi- 
fications, all based on the calls for such equipment. 
Approximately 80% of it is in use over each Saturday 
and Sunday weekends, except, of course, where the 
season prevents. 

\ complex price list, considerably under the aver- 
age charged by competing hardware stores, has been 
worked out by Mr. Mandel. It is low enough to en- 
courage many homeowners who otherwise would not 
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miscetancous EQUIPMENT penta. 
ABZ LUMBER COMPANY 


3174 W. ALAMEDA 
DENVER 8. COLO 


jpman. 3756 


PHONEC: pean 3757 





DATE: 
CHECKED OUT BY: 


NAME: 
—_—_— 

NO. OR NOS 

EQUIPMENT 








CHECKED IN BY- 














DATE OUT: DATE IN: 





TIME our: ___TIMg I: 


TOTAL TIME USED: 








MINIMUM CHARGE: 





AMOUNT DUE: 


_ DAILY RENTAL “LESS DEPOSIT: 








TOTAL AMOUNT DUE: 





REMARKS: 


DEFINITION OF A DAY: 

THE DAY BEGINS AT 8:00 A.M. AND ENDS AT G:00 A.M. THE FOLLOWING DAY. ANY PART OF A DAY WILL 
BE CONSIDERED A FULL DAY. EQUIPMENT RENTED FOR SATURDAY MUST BE RETURNED BY £:00 P.M. SAT- | 
URDAY OR RENTER MUST PAY’ FOR SUNDAY RENTAL. | 





THIS IS A CONTRACT CF RENTING ONLY AND NOT OF BALE, CONDITIONAL OR OTHE’ 
UNDERSIGNED RENTER COVENANTS AND AGREES THAT HC HAS RENTED es 

UPON THE EXPRESS CONDITION THAT IT SHALL AT ALL TIMES P™Y~ 

ME WILL PAY PROMPTLY WHEN DUE ALL CHARGFS WHICH ¢ 

DAMAGES TO SAID EQUIPMENT: THAT HE # 





CONDITION, AND THAT HE WILL RET'*'~ 
cor ey wee 


A SIMPLE contract should be used, particularly in larger stores 
where customers are not known personally. In any case, the 
charge per day or per hour should be specified. Sundays and 
holidays should be charged for at the regular rate if machines 
are used at these times. 


rent the equipment, and still shows a constantly worth- 
while margin of profit. 

All prices are based on practical experience, and in- 
clude such rates as $2.50 or $3.50 for small or large 
sanders, $3.00 for gas or electric mixers, $1.00 a 
day for polishers, $1.00 for waxers, $2.00 for vibrators, 
$1.00 for lawn rollers, $1.50 for electric drills, $1.00 
for extension ladders, $2.50 to $4.50 for spray-gun 
equipment, etc. The many prices involved have all 
been worked out on the basis of calls for the equip- 
ment, the amount of maintenance it requires, and the 
original investment. 

A.B.Z. Lumber Company runs a daily newspaper 
ad either of display or classified type, which invariably 
stresses the rental department, and points out, “We 
rent everything,” to encourage local homeowners to 
take advantage of the facilities. When the renter 
comes in, he is ushered into a well-equipped rental 
room which includes specially-built cabinets on all 
walls for sanders, edgers, drills, and small tools, neat 
pegs for circular sanding disks, bins, brackets, and 
containers for various types of sandpaper, small ac- 
cessories, and a huge floor space for various types of 
heavy-duty and floor machines. 


CONTRACT USED 

Each renter signs a simple contract, headed “Mis- 
cellaneous equipment rental,” developed by Mr. Man- 
del. This has space for the serial number of the 
equipment, kind of equipment, amount deposited, name 
of person who checks out and checks in the equip- 
ment, full details on minimum charges, daily rental, 
date out, total time used, etc. 


63 





Motorists 
like 
this store 


New Louisiana store is magnet for pick-up trade 


HEN R. R. Adams and Rob- 

ert G. Hammett picked the 
site for their new store in Shreve- 
port, La., they picked a section 
of the city where many new homes 
are being built and where highway 
traffic is heaviest. 

A principal north-south route, 
Highway 71, passes the front of 
the store; the city’s only cross- 
town street is on one side of the 
store. Traffic is halted by a stop 
light adjacent to the new store. 

This excellent store location plus 
an expanding line of products for 
home owners is responsible for the 
growing dollar volume which this 
young firm is enjoying. Robert G. 


Hammett, vice president, believes 
that the maintenance and repair 
market will constitute a big vol- 
ume of the firm’s business in the 
years ahead. Plans are being 
made to provide the products and 
services this trade requires. 

The new store ‘with its low, 
slanting roof is interesting archi- 
tecturally. It provides a 11-foot 
overhang along the entire front of 
the store. The exterior is asbestos 
siding and shakes. The louvered 
sides of the building assure maxi- 
mum natural ventilation. The store 
entrance is attractively landscaped 
with shrubs. 

Plenty of parking space is avail- 


June 


CONVENIENCE for motorists is an im. 
portant feature of the new Adams-Ham. 
mett store in Shreveport, La. Note the 
off-the-street driveway where the car is 
parked in view shown above. Picture a 
left shows adequate parking space on one 
side of the store. The large sign, neon 
lighted at night, has the company slogan, 
“Everything to Build Anything.” 


Right: R. R. Adams, president; left. 
Robert G. Hammett, vice-president. 


able in the yard and beside the 
store. The off-the-street paved 
driveway leads right up to the main 
entrance and the roof overhang 
enables customers to step from 
their car right into the store with- 
out exposure to inclement weather. 

Large, plate glass windows on 
three sides of the store make it 
easy for motorists to view many 
of the household items on display. 
These window displays have been 
a big factor in stimulating store 
traffic, according to Mr. Adams. 
The vari-colored plastic toilet seats 
have been a fast seller as the re 
sult of this display. 

The two-tiered islands with am- 
ple space for inventory below ex- 
hibit dozens of hardware and elec- 
trical accessories that the house 
holder constantly needs. Builders 
hardware items are given featured 
display on wall cabinets along the 
rear of the store. This area is 


SHED provides protected storage for 
complete lumber stocks. Yard is acce* 
sible directly from the street. 
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VEAT HARDWARE DISPLAY makes it 
asy for contractor and consumer to select 
ihe items he needs without delay. 


shared by two major paint lines 
with brushes and accessories. 
Total sales display area is 62x30. 
The Adams-Hammett property has 
a frontage of 190 feet and a depth 
f 182 feet. This permits exten- 
sive under-cover lumber storage 
with access to the yard directly 


CONSUMER COUNTER is made up of 
tardwood and pecan flooring. 





TWO types of plyboard are used in the 
Islands are packed 
with items of consumer interest. A sec- 
ond-story balcony is being finished for 


walls and ceiling. 


added display space. 


from the cross-town highway. 


Before organizing their own 
building materials firm in Novem- 
ber, 1948, both Adams and Ham- 
mett were members of the same 


retail lumber organization 
Shreveport. 


J. T. Adams, 
urer. 








TOO MUCH 
MOISTURE? 


NOW, you can answer this question before 
structures warp and paint peels off. Revolu- 
tionary scientific instrument reduces moisture 
testing of lumber and other building materials 
to rapid, inexpensive and simplest possible 
operation. 





The most damaging moisture is that beneath 
the surface not readily ascertained by super- 
ficial examination. Our meter is equipped 
with sharp needle electrodes that penetrate 
into the danger area and transmit their 
findings to the instrument indicator. 











PRICE: $49.50 new vork 


(Price subject to change without notice) 


write today 


L. R. BRADLEY & COMPANY 


25 West 45th St. — NEW YORK 19, N.Y. 


The new Bradley Electronic Moisture Meter eliminates 
the drawbacks of other instruments of less advanced 


design. There are no galvanometer dials with delicate 
unstable needles. There are no tables of figures to 
consult and interpret. There are no moving parts ex- 
cept a manually operated pointer which the operator 
sets at a predetermined figure. A little danger light 
flashes if the moisture is in excess of that figure. Hun- 
dreds of pieces can be tested in a matter of minutes. 
Exact moisture percentages are quickly ascertained. 
The same instrument also tests plaster, brick, cinder 
block, gypsum block and concrete. 





R. R. Adams is presi- 
dent of the new firm and his son, 
is secretary-treas- 


— 
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ing of new financing idea 


George E. Carr is treasurer of the Carnell 
Company, Winsted, Conn. retail building 
material firm, as well as chairman of the re- 
cently formed Connecticut State Housing 
Authority, which he explains herewith. 


CONNECTICUT’s unique state 
mortgage loan program is provid- 
ing families of moderate income 
with mortgage loans on new, mod- 
erate-cost housing at the amazingly 
low interest rate of one and one- 
half percent. 

The $30,000,000 home ownership 
program is designed to help eli- 
gible families buy new homes they 
otherwise could not afford by re- 
ducing monthly payments for inter- 
est and amortization $10 to $15 a 
month, as contrasted with the typi- 
cal four and one-half percent mort- 
gage available through private 
financing. 

This objective is being achieved 
at no cost to Connecticut taxpayers, 
as the whole program is completely 
self-supporting. The $30,000,000 
available for mortgage loans is ex- 
pected to provide mortgages for 
between 3,500 and 4,000 homes in 
the $7,500 to $10,000 price range. 

This is how the program works: 
The state of Connecticut can bor- 
row money on its short term notes 
at very low rates of interest—rates 
considerably below one _ percent. 
State money is lent through ap- 
proved state loan correspondents, 
banks and other financial institu- 
tions appointed to initiate, process 
and service all loans under the pro- 
gram. Of the one and one-half per- 
cent interest paid by the borrow- 
er, one-half of one percent is re- 
tained by the loan correspondent 
as a fee, the one percent remaining 
being enough to cover interest the 
state must pay on its notes plus 
all costs of administering the pro- 
gram. 

Besides straight mortgage loans 
to individuals, the Connecticut 
State Housing Authority makes 
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Dealers give their opinions on the value and potential mean- 


Connecticut home financing-- 
good or bad? 





George E. Carr 


construction loans at three and one- 
half percent either to individual 
eligible buyers having their own 
homes built or to operative builders 
constructing houses of moderate 
price. Builders also may obtain 
insured market agreements with the 
State for a fee of $50 a house. 
Houses built with state construction 
money or under insured market 
agreements must be offered exclu- 
sively for sale to eligible buyers 
for a period of 60 days after com- 
pletion. 

The program was enacted into 
law by the 1949 General Assembly 
in June, 1949. After setting up 
regulations, drawing up forms, ap- 
pointing loan correspondents and 
issuing certificates of eligibility to 
prospective home buyers, the Con- 
necticut State Housing Authority 
now has approved nearly $15,000,- 
000 in straight mortgage and con- 
struction loans. Construction loans 
are converted into straight mort- 
gages at one and one-half percent 
when the house is completed, meets 
final FHA approval and an eligible 
buyer takes possession. 

The purpose of the program, to 
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help families who cannot buy homes 
through conventional financing, was 
achieved by setting limits on in- 
come and net cash worth. Families 
must have incomes of not more 
than $2,500 a year, plus $600 for 
each dependent, net cash worth of 
not more than $3,000 and be inade- 
quately housed at present to qualify 
for a certificate of eligibility. 

Applications for certificates of 
eligibility were cut off May 1), 
when nearly 9,000 certificates had 
been issued. Analysis of certificate 
holders shows the average income 
is about $3,000 a year; 53 percent 
require houses with three bedrooms, 
43 percent two bedrooms, and the 
balance more than three bedrooms. 
About 75 percent of certificate 
holders are veterans, 
























J. F. Smith is presi- 
dent of J. E. Smith & 
Company, Water 
bury, Conn. Smith is 
a past president of 
both the Northeast 
ern Association and 
the Connecticut 
Lumber Dealers As- 
sociation. 


STRICTLY from a selfish and 
short term angle, it might appear 
that building material dealers 
would be glad to have their cus- 
tomers encouraged in having avail- 
able this artificially low interest 
rate. I believe, however, that there 
are important objections to the plan 
both as a building material dealer 
and from the viewpoint of the ger- 
eral public interest. 

The interest rate is achieved as 
follows: One-half of 1% goes to 
the state government for admin- 
istration. This money is a totally 
unnecessary expense as the home 
building industry does not need 
the assistance of the state gov- 
ernment. One-half of 1% goes to 
the servicing bank or other lend- 
ing agency. This figure is at best 











J. F. Smith 
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barely adequate. The banks gen- 
erally are not cooperating in the 
program since they are being asked 
to do for one-half of 1% exactly 
the same work in arranging mort- 
gages as they would do to place 
out their own money at between 
four and five percent. 

... In other words, this is a di- 
rect attack upon the whole private 
savings and home mortgage lend- 
ing industry as this industry will 
be put out of business if the pro- 
gram is carried to its logical con- 
clusion. The logical conclusion, of 
course, is that every home owner 
should have this 2% money if one 
small segment of the population has 
the privilege. There is no reason 
why one person should pay 2% for 
his mortgage money and another, 
to take the case of a G. I., 4%. 

Some of these factors are not 
fully appreciated only because the 
program is relatively small. We 
need only consider what the effect 
would be of the expansion of this 
program throughout the country, 
and the general adoption by all 
states and municipalities of the 
short term borrowing of long term 
funds, to appreciate the essential 
weakness of our state program. 


There are other objections from 
the viewpoint of the building ma- 
terial dealer and the public. One 
is that this program does not fit 
the usual operation of the build- 
ing material dealer and his con- 
tractor customers who have proved 
their ability to give more value per 
dollar for individual home owner- 
ship than other methods or agen- 
cies. 


Arthur Clifford is 
vice-president of the 
A. W. Burritt Com- 
pany, Bridgeport, 
Conn. The company 
has twice won 
NRLDA public rela- 
tions awards. Clif- 
ford has spoken at 
a number of conven- 
tions on merchandis- 


Arthur Clifford ing. 


OF COURSE, it is not LOW-cost 
housing. We should get away from 
that word low. It is, after a fashion, 
subsidized housing. 

The bare facts of the case are 
that Connecticut is using state 
money raised by obligations guar- 
anteed by the state and loaned out 
to people at one and one-half per- 
cent through the F.H.A. Loans, the 


mortgagee being the state of Con- 
necticut. This is class legislation 
to the extent that income deter- 
mines eligibility. It is simply a 
case of pledging the credit of the 
state of Connecticut in order to 
obtain a low-interest rate for people 
who can qualify to obtain loans 
through F.H.A. or through F.H.A. 
plus the G.I. 


Ellsworth Mathias is 
vice-president and 
sales manager of the 
Lampson Lumber 
Company, Inc., New 
Haven, Conn., and is 
a well known lumber- 
man both within and 
beyond the boun- 
daries of his own 
state. Ellsworth Mathias 
I HAVE studied the plan and 
feel that it is a good one and does 
not in any way break down our pri- 
vate enterprise system. This pro- 
gram does not cost the taxpayer 
one cent as the state borrows the 
money at a low interest rate and 
charges 144% to those who can 
qualify. To qualify, the borrower 
can not make over $2,500, with al- 
lowance of $600 for each child. 





WEST COAST 


UPLAND HEMLOCK 


DOUGLAS FIR 


vi Van 


14 Cars of Oregon-American Quality Lumber 
Leave This Platform Daily ..... 


Let Oregon-American route one of these cars to you. You'll like the fine qual- 
ity and manufacture of Oregon-American kiln dried West Coast Upland Hemlock 


and old-growth Douglas Fir. 


your needs. 


Oregon-American operates in fine timber—has 
complete and modern manufacturing facilities. 


Straight or mixed cars to suit 


Try some of our high quality 


KILN DRIED WEST COAST UPLAND HEMLOCK 
Flooring, Dimension, Boards, Ladder Stock, etc. 


300,000 feet daily 


OREGON - AMERICAN LUMBER CORPORATION Vernonia, Oregon 


BurtpInGc Propucts MERCHANDISER 
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AMERICAN LUMBERMAN 
HOUSE PLAN 
_ OF THE MONTH 


7 








TILE 
50 | 





Plea 
tile 
few 


tom: 
6) 


Tenant house has 


DINING 
charm and economy 











K 
No. 50-5 13'-O"x 12'-o° 


s+ * 





Contains 780 square feet of floor space on 1 


| 
the first floor. With a basement and second a 


floor, the house has approximately 2000 feet of 
usable space. 
This design lends itself admirably to expansion 
at a later date, with only the first floor finished 
at the time of construction. L.R. B.R. 
Cross ventilation is provided for every room 1e'-3" x 12'-6" 10'-3" x 12-6" | tom 
of the house. 
All rooms are of adequate size for arrange- ] 
ment of furnishings without cramping. _ tf dec 


Upstairs bathroom can easily be incorporated Wil 
into design if desired. | inc 
Entire plan attempts to provide maximum 30'- 0" do 


quality with a minimum of materials, particu- col 
larly special sizes. First Floor Plan sig 
Grouping of traffic around rear center hall 
gives added privacy to the sleeping area, makes : 
every room accessible with a minimum of steps. hit 
All elevations are especially attractive, a fea- " 
ture frequently lacking in such a small structure. q 
L-shaped kitchen design gives efficient prepa- 
ration, storage, and clean-up area, also provides eh 

ample dining space. 
B.R: B.R. sh 


13-0" x 18'-6" 10-O"x 12'-0" 

Complete working blueprints and specifications ho 
of House 50-5 are now available for $7.00 per ' 
set. Two sets of plans for this home are $12.00, e 
three are $15.00 and four $18.00. Sl 
Please order plans by number, enclosing pay- pl 
ment, and address to AMERICAN LUMBER- fo 
MAN, 139 North Clark St., Chicago 2, III. di 


Second Floor Plan to 
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TILE DISPLAYS BOOST SALES 
50 PERCENT 


THE POST LUMBER CO., Point 
Pleasant, N. J., has jumped its 
tile sales by 50 percent in the past 
few months by answering the cus- 
tomers’ questions: 

“Will it crack or break? 
it fade?” 


Will 





OUTSIDE DISPLAY answers the cus- 


tomer’s question, “Will it fade?” 


Irvine Post, owner of the store, 
decided to show customers that tile 
will resist abuse. He placed a 20- 
inch square table in the store win- 
dow along with several pieces of 
colored tile, a hammer and a large 
sign which read: 

“Give it the hammer treatment!” 

The display was an immediate 
hit. 

Tile prospects asked another 
question which led to the construc- 
tion of a second tile display. This 
question was, “Will tile fade or 
change under heat conditions such 
as caused by steam from a 
shower?” 

To answer this question, the 
Post Lumber Co. erected a wooden 
horse 4x8 and attached nine dif- 
ferent colored pieces of tile to each 
side. A sign designated these 
pieces of tile as a “proving ground 
for enamelized tile board.” The 
display was permanently attached 
to a post outside the store. It has 
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INSIDE DISPLAY arouses curiosity, an- 
swers consumer’s question, “Will it 
break?” Mr. Post, owner of the Post Lum- 
ber Co., is ready to demonstrate the ham- 
mer test. 


proved an effective answer to ques- 
tions of heat and discoloration. 

Between these two displays, the 
store has upped its tile sales by 
more than 50 percent, says Mr. 
Post. 


TWO SALES IDEAS 
WHICH CAUGHT ON 


CUSTOMER good will plus added 
revenue for the Blackstone Lumber 
Co., Fresno, Calif., have resulted 
from two sales ideas recently put 
into practice. 

One of the Blackstone employes 
found that hardboard was ideal for 
oil painting and much less ex- 
pensive than the canvas which art 
students were using in high school. 
He suggested this substitute to 
the class instructor. The result 
has been numerous sales of full 
and odd-size pieces. 

A customer’s request for mate- 
rial for a bulletin board for her 
child’s room led to a sale of a 
16x32 piece of insulation tile board 
with edges squared off. Yard em- 
ployes have made additional sales 
for this same purpose. 
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PIRES INNE 


DE LUXE TILEBOARD 


SURE OF PROFITS! 


Prestile provides you with a 
complete line. And Prestile is 
priced right, too ... right for 


your customers—right for you! 


SURE OF QUALITY! 


Prestile’s beauty is baked. in. 
It's tough, durable, non-chip- 
ping—lasting beauty that cre- 
ates satisfied customers. 


SURE OF SERVICE! 


Complete stocks and prompt 
delivery enable ‘you to fill 
Prestile orders in every size, 
eXohit-TaiMmelile Mae) (ol a 


From every standpoint, 
it pays to push Prestile! 


- 7 

. 7 L 

» & Sh 
yuri PY 

“De Luxe Tileboard of Lasting Beauty 


~ > 
PF 

Clip this handy memo to your ] 

letterhead and mail today! { 

Prestile Mfg. Co. © 5850 Ogden Ave, © Chicage $0 | 

We are interested in: i 

I 


0 Prestile De Luxe Tileboard : 
0) Prestile Aluminum Mouldings 


Please send literature and samples. 


Your Name J 
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Western Wholesalers 
Offer You 
"Plus Service” 


It will pay you to take advantage of 
the efficient service offered by your 
Western Wholesalers. Their intimate 
acquaintanceship with the manufac- 
turing facilities and resources of the 
Western mills enables them to do a 
first rate job in meeting your needs. 


Straight cars and mixed cars shipped 
promptly. 
Let your Western Wholesaler dem- 


onstrate how well they can serve you 
on your next requirements. 


WALES LUMBER COMPANY 


Old Nationa! Bank Building 
SPOKANE - - - WASHINGTON 











axis 


564 Market St = een 7 “Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 


eee LUMBER MERCHANTS 
ern Office 4 Warehouse: 





Bas 
THE C. % MAUK LBR. CO., TOLEDO, O. 


Joseph A. Adair Lumber Co. 
520 $. W. Sixth Avenue 
Portiand 4, Oregon 
Cari E. Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
wat NE SPECIALISTS 


Riverside 4335 


SS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 659! Teletype: PD572 
Duncan Lumber Co., Inc. 
818 Securities Bidg., Seattle 1, Wash. 
Specializing in mixed carlots. 


Morrill & Sturgeon 
Lumber Co. 
Yeon Bidg., Pertiand, Ore. 
Pacific National Sales Co. 
West Coast Lumber 
P. O. Box 1587, Tacoma 1, Wash. 
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WOMEN BUY NAILS 
IN ST. LOUIS STORE 


ODDS-AND-ENDS in their nail 
inventory are no problem for the 
Central Hardware & Lumber Co. 
in St. Louis. Following quarterly 
inventory more than 20 sizes of 
nails are packaged in double-lined 
paper sacks, Weighing two pounds, 
these sacks of assorted nails are 
sold for 15 cents. 


Packages of the nails are placed 
on a center-aisle table with a sign 
reading “Assorted Nails—1l5c.” As 
many as 20 packages of the nails 
have been sold in a single day. 
Housewives, it has been found, 
buy most of these packaged nails. 
Central salesmen make it a prac- 
tice to suggest a purchase of a 
bag of nails to every woman shop- 
per. 


THE SALESMAN'S CORNER 


CUSTOMERS buy benefits. 
They don’t buy nuts and bolts. 
They don’t buy “product 
points.” 

Now . . . what does that 
mean? Does it mean you 
shouldn’t mention product 
points at all? 


No! It means merely this. 
Once you have introduced a 
product point, convert it into 
a customer benefit . . . before 
you introduce another product 
point. 

Product points of the 
“nuts and bolts” type are 
effective sales ammunition as 
long as they are kept sepa- 
rated by intervening com- 
ments which begin: 


“Now here’s how that 
particular product feature 
benefits you!” 


Regularly recurring use of 
the word YOU is a reliable 
earmark of a proper sales 
talk. Maybe it’s just an acci- 
dent of letter sequence, but 
nonetheless it’s worth noting 
that in the word “business,” 
U comes before I! 

So this month . .. all month 

. use plenty of YOU’s in 
every sales talk you give. 
Make them outnumber by at 
least ten to one all the “I’s,” 
“WE’s,” and “OUR’s” that 
slip into your conversation. 

Do more than just “touch 
each base.” Make sure each 
base you touch... is a benefit. 


—Richard C. Borden 
The Dartnell Corp. 





iY 
Si “tional 
Aluminum 


Lamp Post 


Three Models 


With or without lan- 
terns. 8 foot hollow 
lamp post—easy to 
wire and install. 


Beautifully designed 
rust proof—lasts a 
lifetime. 








Ships parcel post 
Send for a catalog 








SmaisBridoe 


NEW BRITAIN, CONNECTICUT 








BETTER PUBLICITY— 
HERE'S HOW 

LONG-BELL’S store managers 
in the Tulsa Division are reminded 
in a letter from their new division 
manager, J. D. Davis, that “good 
publicity is to public relations what 
good showmanship is to merchan- 
dising.” 

This letter, added the Long-Bell 
executive, is to “suggest that it 
is your duty to contribute a rea- 
sonable amount of time and effort 
to community projects, not only 
for your town’s progress but also 
for our company’s progress.” 

News of contributions made by 
Long-Bell people to the civic and 
social life of their communities is 
now sent directly to the secretary 
of Long-Bell’s division of public 
relations. Thus the news is pre 
pared in the form most acceptable 
for the press and the individual 
concerned is relieved of the re 
sponsibility and embarrassment of 
releasing news concerning himself. 

Here’s a tip for every dealer whe 
wants to improve his local public 
relations. Why not make one man 
in your organization responsible 
for press releases of real news 
value that will tell the public what 
your organization and its employes 
are doing? 
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are you? 


ARE YOU a good boss? 

No matter what you think, take 
a look at yourself in your manager- 
ial mirror; see yourself as your 
employes see you. 

As you look into that mirror ask 
yourself the following questions, 
and ponder the answers. 

1) Do you continue to manage 
n about the same way, regardless 
ff frame of mind or mood? Top- 
notch managers do—they never let 
those around them take the brunt 
ff ill-temper, wrong-side-of-the- 
ed disposition, ete. 

2) Do you remember to say good 
morning and good night each day 
to all associates in ready earshot? 
When passing an employe, do you 
speak pleasantly? Little things 
like these often make the differ- 
ence between a good boss and a 
mediocre or poor one. 

2) Do you know the names of all 
employes who work in immediate 
contact with you? More important 
still, do you use these names when 
speaking to individuals? 

4) Do you avoid policies of 
make-work in your establishment? 
In other words, when there is really 
nothing important to be done, do 
you go out of your way to find 
some useless and unimportant 
vork for employes to do, merely 
to keep them busy? 

5) Do you play favorites? Good 
managers don’t. Every worker likes 
to feel he will always get a square 
deal from his boss. As a result, 
rewards and disciplinary measures 
must be handed out in about the 
same fashion to all, letting the in- 
dividual situation dictate the de- 
gree, of course. 

6) Is your door open at all times 
30 that employes may bring you 
their grievances? And if the door 
is open, do subordinates really use 
it? Many managers boast they are 
always ready to hear the problems 
and complaints of those who work 
for them. Yet, how many: are well 
enough thought of by workers that 
the latter will really confide in 
them? 

7) Are your policies in handling 
employes reasonably consistent? 
In other words, do your employes 
always know where they stand 
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TAKE a good look at yourself in the 
managerial mirror. See yourself as your 
employes see you. 


with you from day to day? There 
is nothing more maddening to a 
worker than a boss who is strict 
one day and overly-lenient the next. 


8) Are employes always told 
why they must perform their jobs 
in a certain way? Psychologists 
tell us that men work hardest when 
they know exactly what they are 
doing and are working toward a 
specific goal. 

9) Are you always careful to 
give praise when praise is in or- 
der? Do you make sure that credit 
for a job well done is always di- 
rected to the proper individual? 

10) When disciplining the em- 
ploye, do you make sure always to 
do so in private? Public hell-giving 
is a sign of poor management 
which few recipients ever forgive. 

11) Are you willing to go to bat 
for employes with higher-ups, 
when necessary and desirable? 
Employes like to have a boss who 
will fight for them in the event of 
violation of rights. 


12) Do you see that raises, 
transfers, and promotions are 
given to the most deserving? The 
dealer who tosses plums to his 
friends, is generally popular only 
with the few friends he has. Good 
managers handle matters of salary 
increases, upgrading, etc., in as 
impersonal a manner as possible, 
using every means at their com- 
mand to make sure those most de- 
serving are rewarded first. 





= OHIO ~ 
WHITE FINISH" 


It’s in the northwestern part of Ohio 
that the world’s purest deposit of dolomitic 
limestone is found. 

And it’s here that Ohio White Finish is 
scientifically produced from hand picked, 
kiln burned rock, to offer the building in- 
dustry a lime that’s always uniformly 
right, guaranteed 992% pure. 

For finished plastering it makes a 
pure white putty of great plasticity, easy 
to work, smooth spreading. There’s none 
better. 

Look for the Zigzag Bags, our trade 
mark. 





The OHIO HYDRATE & SUPPLY Co. 
WOODVILLE, OHIO 











* and its twin brand: 
HAWK SPREAD 
WHITE FINISH 








AMONG THE DEALERS 


News of National Interest from Organized Dealer Group; 
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CONVENTION DATES Retail Lumbermens Association 
have been set, according to W. H. 


lowa—Northwest 
IS SOMETHING NEW eee Se a Badeaux, secretary of both asso. 


dates—locations for 1951 meets 
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COLLAPSIBLE 
WARDROBE 


Easy to Handle Easy to Store 
Easy to Deliver 




















Concluding a model home building contest which began nine months ago, winners were 
recently picked from 100 homes built complete in every detail by groups of St. Paul 
Minnesota high school students. Left to right in the photo are: Walter Baumeister. 
president of the St. Paul Builder’s Exchange; Charles Dow; Dwaine Berg; Jame: 
Morris; Roger Stege; and George Griesgraber, president of the St. Paul Home Builders 
READY TO USE IN association. Other judges included Phil Bettendorf, architect; and W. E. Gits of the 
LESS THAN 5 MINUTES Lumber Service Bureau, dealer group which sponsored the contest. ; 


Made of '/4'' gum plywood with sturdy 
pine frame. Folds to 5'/2'' deep. All 
joints glued. No tools needed to set up 
this wardrobe. Complete with shelf, pole, 
ae gee tae yg 2 a MOUNTAIN STATES DIRECTORS AT ANNUAL BREAKFAST 
carton packed unfinished, F.O.B. 
klyn. Add $3 for walnut, maple or 
mahogany finish. Write today for full 
details 








Distributed exclusively by 


OR Gas CORP. 


Sth AVENUE oft 38th STREET 
BROOKLYN 32 N Y 





Please send me ful! details on the 
Anchor-Bilt collapsible wardrobe 


Name A directors’ breakfast is an annual affair at the Mountain States Lumber Dealers Ass» 
» This year the group present included left to right: J. V. Smith, association secretary 
oe H. I. Williams, C. A. Wangberg, J. F. Scott, W. P. Harley, C. C. Phillippe, R. E. Nut 
ting, H. H. Hast, W. F. Marker, M. D. Bradfield, and J. E. Gorsuch. A highlight © 
the convention this year was a Workshop session at which manufacturers and supplier 
men told briefly what their companies were doing to help the dealers merchandise 
building materials. 
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Sell BEEGEE Windows 


serccpmramensuenener 




















Clean the OUTSIDE from the INSIDE 


CONTROLLED 
VENTILATION 


A Bee Gee ventilating unit 
opens to control room tem- 
perature and permit air to 


WINDOW IS 
ONE COMPLETE UNIT 


The factory pre-fitted Bee 
Gee Window is one complete 
wood unit consisting of 





enter as desired from three 
directions. 


Frame, pre-fit glazed Sash 
with glass bedded in putty, 
copper Sereen and all Hard- 
ware applied at the factory. 
FULL RANGE OF SIZES 
There’s a Bee Gee Window 
for every room ... for every 
style of architecture . . . for 
modest and large size homes. 


EASY TO INSTALL 


To install—simply set the 
Bee Gee Window in the wall! 


Famous Bee Gee Windows are sold only through 
lumber dealers in the following states: Michigan, Ohio, 
Indiana, Kentucky, West Virginia, Pennsylvania, New York. 


GET THE BEEGEE WINDOW PROFIT STORY 
for full details... write today... 


-BROWN-GRAVES Co. 


AKRON 1, OHIO 


2 ~ 
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Check This Big, Special Poweraire 
Ventilator Fan Deal 


REG. DEALER COs, 


$41.34 
_ 20.67 


YOU GET 


2—10 PWV Ventilators (for stock) _ 
1—10 PWV (for display) ______________ 
1—10 PWV Display 

1—Promotion Package 


A Total Value of____________ 
YOU PAY ONLY 


$6234 


Or 33¢ more than your regular 
cost of the 10 PWV FANS alone. 


CLIP AND MAIL THIS COUPON TODAY 


WESTINGHOUSE ELECTRIC CORPORATION 
Fan Department 
653 Page Boulevard Springfield 2, Mass. 
| am interested in learning more about this Westinghouse 


Poweraire Home Ventilator Deal. Please send me the 


details today. 
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Minneapolis Auditorium with fa- 
cilities for 300 manufacturers’ ex- 
hibits, on January 16, 17 and 18, 
1951. A record attendance of 3,600 
dealers, exhibitors and _ guests 
viewed the 1950 convention last 
January. 


The 1951 Iowa convention is 
scheduled for March 14, 15 and 16, 
1951, and for the second time in 
the new Iowa Exhibit Building at 
the Des Moines State Fair grounds. 
The 1950 convention, which re- 
cently closed, also recorded an all- 
time high in attendance with more 
than 2,800 lumbermen viewing 
some 200 exhibits. W. W. Holman, 
Melbourne, Iowa, is president of 
the Iowa group while R. V. Porter, 
Oskaloosa, Iowa, heads Northwest- 
ern’s 2,300 members, which in- 
cludes the Iowa Association. 


NEW ADDRESS 


MARIE BENNETT, secretary of 
the Florida Lumber and Millwork 
Association, Inc., reports this new 
address for her group: 2218 Edge- 
water Drive, Orlando, Florida. 


MORTGAGE 


Open end mortgage discussed at 
recent Producers’ Council meet 


A panel discussion of the part 
which the Open-End Mortgage can 
play in helping many thousands of 
home owners to modernize and im- 
prove their properties with a mini- 
mum monthly outlay was a prin- 
cipal feature of the Spring Meeting 


of the Producers’ Council held May 
8-10 in Washington, D. C., at the 
Mayflower Hotel. 

Members of the panel included 
Herbert S. Colton, National Asso. 
ciation of Home Builders; H. R. 
Northup, National Retail Lum- 
ber Dealers Association; C. Harry 
Minners, Bankers Federal Savings 
and Loan Association; and Joseph 
Wood, Johns-Manville Corporation, 


OFFICERS ELECTED AT GEORGIA CONVENTION 


W. R. Bedgood, Bedgood Lumber and Coal Co., Athens, Ga., second from left, newly 
elected president of the Georgia Lumber and Supply Dealers’ Association, receives 
congratulations from C. H. Giraudeau, Atlanta Builders Supply Co., retiring president. 
F. E. Adams, Milledgeville Builders Supply Co., left; the new vice president, and 
J. H. Flowers, Flowers Lumber Co., East Point, Ga., right, treasurer, stand by. 


Bw A 


Highest Quality Forest Products Since 1895 
oy. 


z - J. NEILS LUMBER COMPANY 


IDAHO WHITE PINE- PONDEROSA PINE 
ENGELMANN SPRUCE - LARCH - DOUGLAS FIR 


MILLS: Libby, Montana and Klickitat, Wash. 


“a 


SALES OFFICES: Minneapolis, Minn.; Chicago, 
ill.; New York City, N. Y. 


June 3, 1950, AMERICAN LUMBERMAN & 








ewly 
eives 
dent. 

and 


895 


\Y 


fash. 


c1gO, 


Cc 
N CO 








DO IT by Switching 
>» to Armstrong’s 


E-L-A-S-T-1-C ~ ¥ 
pEbasree “BS 


Many a dealer now finds no reason to carry two 
srades of putty when ONE compound—Armstrong’s 
“33’°—meets all types of glazing needs. 





Yes, our “33” Compound works equally well on 
BOTH wood and metal sash. 


Furthermore, Armstrong’s “33” is permanently 
E-L-A-S-T-I-C. Unlike putty, it never gets rock-hard; 
won't crack, crumble or chip off. It provides LAST- 
ING protection. 


“33” retails for slightly more than putty, but your 
percentage mark-up is the same. Thus your profit 
per sale is always higher .. . 


BETTER DEAL by Far! 


So, by selling “33” instead of putty, you reduce 
inventory, require less shelf space, and MAKE 
MORE on every sale—not counting customer good 


will by recommending a vastly superior product. 


It will pay to switch 
over to Armstrong’s na- 
tionally advertised “33” 
now! If your jobber 
can’t supply you, write 
us at Chicago. 





SEND FOR * 
Puce SAMPLE 
Test 33" at our expense! 


Mail us your request to- 
day for I-pound FREE 





sample container. ; 





The ARMSTRONG COMPANY 


4073 S. LaSalle St., Chicago 9 
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As simple as 





Western Pine 
Paneling 
Patterns 

NOW STANDARDIZED 


To simplify the specifying and ordering 
of Western Pine Paneling, member mills 
of the Western Pine Association have 
standardized on 17 paneling patterns. 


All you have to do is specify and or- 
der by number. You’ll see how easy it is 
when you get your free copy of “West- 
ern Pine Paneling Patterns” showing 
full size details and dimensions of each 
of the 17 standard patterns. 


Write today to 
WESTERN PINE ASSOCIATION 


Yeon Building * Portland 4, Oregon 


THESE ARE THE 
WESTERN PINES 


THESE ARE THE 
ASSOCIATED 
woops 


Idaho White Pine, 
Ponderosa Pine, Sugar Pine 


Larch, Douglas Fir, White 
Fir, Engelmann Spruce, 
Incense Cedar, Red Cedar, 
Lodgepole Pine. 


WOODS FROM | THE WESTERN PINE REGION 
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BUDGET-MINDED housewives find many 


items that 





fill their needs at Blackstock’s. 


Dozens of consumer items tempt customers to do many small jobs to improve their premises. 


HERB BLACKSTOCK, former president 
of the Western Retail Lumbermen’s Asso- 
ciation, has a homely business philosophy. 


Practical, money-saving ad- 
vice is appreciated, Seattle 


dealer finds 


HILE HERB BLACKSTOCK, 

president of Seattle’s H. W. 
Blackstock Lumber Co. was being 
interviewed at his desk, a customer 
came up to the sales counter. No 
salesman was at hand. Herb rose 
to greet him. Sales talk and calcu- 
lations took 20 minutes. The order 
brought just $4.43, including the 
Washington State sales tax, for a 
real effort. 

“That’s policy,” Herb said, re- 
turning to his desk, hat on. “I have 
his name and address. He will re- 
ceive our regular postcard mailing 
and it will bring him back to trade 
again. Some day he may decide to 
build a new house and when he 
does, he will probably come here 
first.” 

There are 3,000 names on the 
H. W. Blackstock mailing list. 
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This is how Herb Blackstock 


handles customers 


Postcards are mailed only when 
there is a real attraction to offer. 

“Paint companies,” explained 
Herb, “frequently provide such at- 
tractions. A typical offer is a can 
of paint for le with a can at the 
regular price. Or we tell about our 
dowel stock to interest people who 
build furniture at home or who 
have woodworking hobbies.”’ 

Here another customer inter- 
rupted. He introduced himself as a 
small contractor. Herb, who had 
just declared that his desk was ac- 
tually the sales counter, rose again. 

“T don’t need anything today,” 
the contractor said, “but I saw 
your Sunday ad; I was passing by, 
and thought I’d stop in. Mind if I 
look around?” 

“Make yourself at home,” Herb 
said. “Go right on out in the yard 
and take your time. You’ll be more 
than welcome.” 


TALK CUSTOMER’S LANGUAGE 

H. W. Blackstock salesmen follow 
a policy of simplifying information 
on building materials to the aver- 
age person. . 

“For example, if a customer 
comes in to inquire about the price 
of the best grade of end-matched 
West Coast hemlock flooring, we 
never reply by giving the price per 
thousand board feet,” Herb said. 
“Instead, the customer is asked 


June 


what use he has in mind. Perhaps 
the flooring is for an 8x10 room, 
The cost for that amount of floor 
ing will shock nobody, while stat 
ing a lumber price as so much per 
thousand board feet, may scare the 
customer out of further inquiry.” 

Another policy of the H. W. 
Blackstock Co. is to urge the cus 
tomer to buy economy grades of 
lumber for uses that do not require 
the high-cost grades. 

“Discreet questioning by the 
salesman will often reveal that the 
customer does not actually want 
what he is asking for,” Herb added. 
“Show the visitor how to save 
money without loss of use value, 
and you have made a friend. For 
example, we had a customer this 
morning who asked for pine panek 
ing for a recreation room. He was 
taken to the yard and shown the 
stock. Some blue-stain stuff took 
his eye. He was happy with the 
discovery, happier yet when he 
found that the cost was lower than 
he’d anticipated.” 

Free delivery service within the 
area is offered for all orders of $10 
or over; 75c cartage is charged for 
smaller orders. This service has 
real advertising value. 

For several years before the wal, 
H. W. Blackstock Lumber Co. c0& 

(Continued on page 110) 
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st Coast Lumber’4@ | Woods with Frick Sawmills 
a. a | and Equipment 


To meet the new competition you need the new- 
: ‘ est and most modern machinery—in the lumber 
0} ys a business this means new sawmills. 
Proc C >! Frick Sawmills 


cut the most accu- 
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Frick Belt Feedworks, Standard on All 4-Sizes roller bearings, ad- 
D of Sawmills. Powerful, Positive, Rapid. justable carriage 
; trucks without end 
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jo Frick Gene Edgers, Sizes 27" and 32". Swing ating and ice-mak- 


14" Saws. Improved Belt Drive. ing equipment. 







a ; . GENES OFFICE 
® S. Michigan Ave.,~Chicago 3, Ill. WAYNESBORO. 
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Smash Hit 


Many of us wonder how to land more farm trade— 
how to get more free publicity all over town—how 
to make and keep more and more customers of all 
kinds strongly conscious of what our individual yard 
offers. Here’s one way that will really cause a stir. 

Lots of us take our sales story out on the road—but 
have you ever thought of taking your showroom out 
on the road? Road shows, free shows, “show business” 
of any kind has an irresistible glamour, attraction, 
interest for man, woman and child—can do a whale 
of a selling and publicity job for you. Fit out a 
truck, station wagon or trailer with miniature models, 
eye-catching sales posters, samples and pick-up items 
—and send your Mobile Showroom on tour to rural 
areas, to residential areas, to big apartment develop- 
ments. 

For maximum publicity, change your Feature At- 
traction and Billing regularly. For instance, the first 
time you bring your showroom right up to the front 
door of your farm customers, blazon the sides of your 
truck with big circus-type posters announcing “FARM 
BUILDING SHOW.” And underneath, in smaller 
type highlight some of the special attractions... . 
“Miniature Models—New-Type Brooder—Money-Sav- 
ing Facts—Free Booklets—Free Samples!” Samples 
might be anything from small squares of roofing 
bearing company stickers citing terms, to samples of 
washable pastel wallboard for Mrs. Farm Wife’s 
kitchen, also carefully labeled and citing easy credit 
terms. 


Helping Hands 

There are many people all over the country—per- 
haps some right in your community—who are clever 
with their hands. Shut-ins, retired or incapacitated 
business men, veterans and others who have acquired 
skill and patience through hobbies or former jobs— 
need only to “feel needed” again, to lead productive 
lives. Some of these men would welcome the chance 
to start making miniature models and educational 
cut-away view models on a part-time fee basis for 
special mobile exhibits and interior window displays. 

Moreover, this gives you an opportunity to have 
someone on tap you can work with closely—and an 
opportunity to incorporate some of your own ideas 
into your scale models. 

Consider, too, that besides answering your own 
needs and helping another man to make a new start, 
you are helping your customers to get a much clearer 
picture of what you can do for them. And the more 
clearly they can actually visualize that new home or 
kitchen modernization job, the closer you are to 
making a big sale. 


Gripe-and-Grouse Dept. 
One of the greatest dangers to any business firm 
is the Lunch Hour. Usually it’s over luncheon that 





By Norm Advertising, Inc. 
New York, N. Y. 
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Profit Making Forum 










department heads are ripped up the back, personal 
“gripes” are expressed and encouraged by other 
“gripers,” inter-departmental spats and feuds are re- 
ported on blow by blow and injured feelings magni- 
fied. Which does no company any good! Either in 
morale or in the quality of work produced. But here’s 
a practical plan for short-circuiting “gripe sessions” 
that has tremendous rewards both for your company 
and your employes. 


One reason there are so many “gripe” sessions is 
that many people don’t know what else to talk about 
or lack the imagination and information to lead inter- 
esting, stimulating business discussions. Have you 
ever stopped to realize that many staff members have 
never been invited to a meeting or business luncheon 
where there is an exciting, wide-awake, exchange of 
ideas and mutually profitable discussion? 


Start now, setting up weekly company luncheons 
that set a pattern for friendly, interesting, construc- 
tive talk—and invite different key executives and 
different non-executive employes to each one. 


Exposed to new ideas and new understanding, 
people are much more likely to abandon daily “gripe 
sessions” for more interesting companions and more 
interesting discussion. The more you re-shuffle the 
group, the more stimulating and profitable the ex- 
change of ideas. 
























Excellent Public Relations 


As one business executive said who started small 
and wound up big, “The more you give, you can’t help 
getting—especially when your giving is extended to 
community service.” 

A swell way to build company prestige and set a 
pattern for fine community service is to offer an up- 
and-coming June graduate a business apprenticeship 
this summer. 
chance to sit in on meetings, see “business at work,” 
see how important men conduct meetings and tackle 
real problems. If more youngsters had a chance to 
do this, they’d start out with a lot more respect for 
their own jobs and management’s problems—and a 
lot more interest in contributing instead of grabbing. 

Why not award such an apprenticeship as a prize 
for the best 500 word essay on “Why Everyone Should 
Own His Own Home.” Or a subject like, “Why Sum- 
mer Apprenticeships Help the Entire Community.” 
Announce that your contest is limited to 1950 high 
school graduates, that all entries must be typewritten 
on 81%” x 11” plain white paper and can be 500 
words or less, no more, (so you won’t have to read 
so much!). 

In addition, through your regular newspaper adver- 
tising, posters and publicity releases to local schools 
and papers, announce your judges’ names and make 
it clear that the winner will have a chance to work 
with various department heads and mention those 
departments. 
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WANT A WINNER? 


Pick The Line-Up 
of 


WATERLOX 
PRODUCTS 


WATERLOX TRANSPARENT 


The ideal preservative for natural wood finishes and the finest 
reinforcement for paints and enamels. Used as a vehicle on 
stucco or cement, it seals moisture out and adds to the dura- 
bility of the coating. Ask for the folder, “Uses and Facts.” 


WATERLOX CEMENT FLOOR STAIN 


Not a dye. Not a paint. A true colorful stain that becomes 
a part of the cement surface on which it is applied. Durable 
and beautiful. Also, an ideal protective coating for exterior 
metal surfaces. 


WATERLOX WATER REPELLENT 


The peer of wallpaper coatings. Makes papered walls easy to 
clean without affecting color or design. A water repelling 
coat for art stone and fabrics, too. 


WATERLOX FLAT COAT 


Applies with remarkable ease and one coat usually covers. 
A choice of pastels or mix to soft, warm colors. 


WATERLOX ENAMELS 


The finest in surface protection in bathrooms, kitchens or 
places where moisture-control is a problem. 


HEAVY DUTY FLOOR SEAL & FINISH 


Approved by Maple Flooring Mfrs. Association. For use on 
wood or cement floors which are heavily traveled. Durable 
and beautifying. 


HEAVY DUTY GYM FINISH 


A new product to cut the maintenance expense in gyms, audi- 
toriums and other athletic buildings which need a durable 
coating providing the finest appearance. 


You Can Count On 
The Best With Waterlox 


Literature and Specifications 
on Request 


WATERLOX 


DIVISION OF 


The Empire Varnish Co. 


Cleveland 4, Ohio 





2636 E. 76th St. 
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THE 100% CONCEALED SASH BALANCE 





Hidalife 
counter-balanced principle that assures quiet 


balances operate on a 


and positive gliding action. This is made 
possible by the fine quality coil spring and 
scientifically designed twist of the spiral track. 
A self-centering brass follower guide bushing 
keeps the free-floating steel tube centered in 
the sash to prevent jamming and helps main- 
tain perfect window balance. 


These are just a few of the many exclusive 
features that make Hidalift the finest mech- 
anical sash balance on the market. Send 
today for complete information and prices. 


Two Types of 
Attaching Brackets 


Hidalift balances are 





available in either the 
“Cup” type or the “L” type 
attaching bracket. 





“1” TYPE 


QUALITY PRODUCTS FOR OVER A CENTURY ak: S 


POTEET EEE TORRINGTON 


HIDALIFT DIVISION 
The Turner & Seymour Mfg. Co., Torrington, Conn. 


Gentlemen: 
(1 Send complete literature and prices on Hidalift 


Please check [] Dealer [) Builder 
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Address 
City 
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At Home Week 


Leading department stores are 
bringing flocks of home owners and 
potential home builders to their stores 
with 5-day “At Home Weeks” deal- 
ing with all phases of the subject, 
which interests more people than any 
other in the world. Topics discussed 
and demonstrated include: Decorat- 
ing, cooking, home laundry, homes of 


today (Better Homes and Gardens 
Magazine), carpets, lamp shades, 
glassware, houseware, furnishings, 


nursery and “many other home prob- 
lems.” A long list of free presents 
for those who register add to the zest 
of the occasion. 


More lumber dealers should 
cash in on the pulling power of 
homes to bring women (who 
control most purchases) to 
their establishments. 


Price Competition 


Competition to provide more and 
better service builds profitable sales. 
Service is the keystone of the strong 
arch which supports our free enter- 
prise system. Price competition, with- 
out service, is the great industrial 
destroyer and accounts for the vast 
majority of business failures. 


Price isn’t half as important as 
most sellers believe. 


Danger Signal 


The wave of price cutting which is 
sweeping the retail lumber industry 
(during one of the nation’s greatest 
building booms) is a danger signal 
which should be heeded. It stems 
from the belief of sellers that buyers 
are more interested in price than any- 
thing else. Price rises to the top in 
any transaction when the seller per- 
mits it to do so. Actually it is much 
easier to interest prospects in such 
buying motives as economy (savings), 
comfort, convenience (less <vork), ap- 
pearance, pride. To ignore these pow- 
erful factors in favor of lower and 
lower prices is to end up in a profit- 
less transaction for both buyer and 
seller. 


You are already in danger if 
you are now selling “discounts” 
instead of service. 
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infallible Stirrer-Upper 

Once upon a time, when the con- 
versation lagged at a dinner party, 
we found it easy to stir up a lively 
discussion among the guests by mak- 
ing the casual comment that “there 
never would be an efficient kitchen 
until men took time out to design 
one.”’ Whereupon some woman invari- 
ably would ask how men could be 
expected to know anything about kit- 
chens when they wouldn’t even help 
wipe the dishes. Which proved our 
point exactly! If forced to wash and 
wipe dishes very long, men would 
soon grow tired of the inefficient, un- 
sanitary, time-killing drudgery and 
invent some other cleansing method. 
That is what has happened. 


Tradition is the greatest bar- 
rier to progress. 


Good-bye to Dish Rags 


We thought of our earlier dish- 
washing discussions recently when we 
came across a double-page advertise- 
ment in Life Magazine which heralded 
the joys of living in Manhattan House 
(owned and operated by New York 
Life Insurance Company). Heading: 
“Here’s the future home of nearly 600 
women who will never have to wash 
or dry another dish by hand.” By no 
conceivable stretch of the imagination 
can it be assumed that women and 
their husbands are more interested 
in the price of the building materials 
in the structure than in the banish- 
ment of household drudgery! 


There is little buying appeal 
in raw materials as compared 
with the powerful pull in what 
these same materials will ac- 
complish when put to proper 
use. 


The Big Shift 


Here are some examples of how 
price-per-thousand, per pound or per 
piece are completely overshadowed 
by the intelligent use of a single de- 
vice to sell the complete unit. We 
quote from Hotpoint’s ad about Man- 
hattan House (ready for occupancy 
next October) in Life: 

“Introducing a whole new concept 
of truly modern living .. . exciting 
new highs in planned comfort and 
convenience . greatest time and 
labor-saving equipment ever invented 
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by R.E.S, 


for the home . . . kitchen-planned by 
America’s foremost specialists 
complete freedom from 
drudgery .. .” 
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Practically all present homes 
soon will be hopelessly out of 
date. 


"Get a Horse!" 

Remember’ the derision which 
greeted the arrival of the “horseless 
carriage’? How people actually 
thought Old Dobbin never could be 
replaced? The same type of opposi- 
tion has retarded the development of 
revolutionary improvements which 
turn houses from uncomfortable, in- 
efficient, uneconomical beehives of 
daily drudgery into pleasant living 
quarters. By making exisiting struc- 
tures obsolete, we have made it nec- 
essary to start fresh and_ rebuild 
America all over again! 































































































Without the ever-present factor 
of obsolescence, our industrial 
outlook would be far from rosy. 

















The Far-Flung Front 


If an automatic dishwasher rates a 
2-page advertisement in colors, what 
about ranges, air conditioning, bath- 
ing facilities, garbage disposals, wa- 
ter softeners, food freezers, clothes 
dryers, ironers, fenestration, lighting 
permanent interior decorations? The 
list can be made to apply to prac- 
tically every home function. I 
changes completely the whole con- 
cept of comfortable, convenient, 
economical, healthful living. 




































How does the retail lumber 
dealer fit into the picture? 


The $64 Question 


How do these revolutionary changes 
affect lumber dealers of tomorrow’ 
The answer has not yet been written 

. at least as far as home building 
is concerned. This much we know 
Selling raw materials at a profit is 
becoming more and more difficult 
That’s why we hear so much abou! 
price competition. Hence the shift 
must be towards the sale of the com- 
plete unit . . . directly or indirectly 
The closer the better. Sales programs 
must be pointed at end results . . 
toward what people are really trying 
to buy. 
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DIXON 


WEATHER-LOK UNITS 
‘------> CUT COSTS 


FOR YOU—YOUR CUSTOMER 





The Dixon Weather-Lok Window Unit is instantly, 
easily installed—eliminates on-the-job time loss—is 
adaptable to frame, veneer, or solid masonry con- 
struction with minimum change. 


NOTE THESE FEATURES 
of the DIXON WEATHER-LOK UNIT 


. . « Made of kiln-dried Ponderosa pine. 


. . « Completely weatherstripped. Extra-wide blind 
stop and spiral balances. Toxic treated for long life. 


. .. Adapted to frame, veneer; or solid masonry 
construction with minimum of change. 


. . « High in quality, low in cost, because all opera- 
tions from forest to you controlled by just one ex- 
perienced mill and manufacturing company. 


Manufactured by Western Pine Mfg. Co. of 


THE DIXON INDUSTRIES 


S PORAM CE 
HAL R.DIXON GRANT DIXON, JR. C.E. BARTLETT 


PRESIDENT VICE-PRESIDENT SEC'Y. @TREAS. 


For Full Information Wire or Write 


JOHN H. MEARS, Inc. ELLIS GLAZING CO. 
Baltimore 30, Maryland Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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Converts Portable Electric Saws 
into a PRECISION PORTABLE RADIAL ARM SAW 


The new Capehart Saw Gide fills the crying need for a 
top-quality, portable, precision ‘‘on the job”’ saw guide 
that does everything you can do with the big, unwieldy, 
high-priced radial arm saws—plus some things you can’t 
do with them: 


Cross-cuts ... bevel cross-cuts ... mitres ... bevel mitres...rips... 
bevel rips .. . dadoes*... ploughs*... rabbets*. . . bevel rabbets* 

. all these operations, and more the new Capehart performs with 
speed, precision and ease. (*With proper cutting head—also cuts 
stone, metal, composition, etc.) 


SETS UP IN FIVE MINUTES 


GIVES 


WS * eT Getler work 


PROMPT DELIVERY FOR THESE SAWS: 


Model 10—$49.95: which fits; Skilsaw 7”, Model 10C—$49.95: for Cummins 6” Saw. 
8” & 9" e Black & Decker 7” ¢ Van Dorn Model 10-95—$49.95: which fits Black & 
7” e Stanley 7” & 8” Thor (old style) Decker and Van Dorn No. 95. 

7” & 8" « Bradford 8”. Model 10-12—$45.00: for 12” Skilsaw 


Model 20—$49.95: which fits; PorterCable (without ripping attachment) 
K-75, K-88, K-88C, K-89. Model 1OM—$49.95: for Mall 74" & 8'2" 


Available to Dealers for Resale Everywhere— ORDER TODAY 


PACKARD MANUFACTURING CORP. 


INDIANAPOLIS 2, INDIANA 








"Streamotife" Cabinet 
Hardware 


These Streamotife drawer and 
cabinet door pulls are available in 
two companion models, identical in 
contour, but differing in propor- 
tionate size. In _ general, the 
Streamotife design approximates 
the lines of stratospheric rockets 
or guided missiles which are fre- 
quently pictured in nation-wide 
publicity. The smaller model No. 


P-1050, measures 2” in overall 
length; 1,4” wide, and projects 
7%”. The larger No. P-1051 is 3” 
long, 142” wide, and projects 144”. 
Both models of Streamotife pulls 
are fabricated of solid die-cast 
metal, finished in chrome plate. 
Other versions are available in 
other plated finishes and synthetic 
metal coatings to harmonize with 
wood colors. The larger of the 
models is tapped for two No. 8 
screws at 34” centers. The smaller 
Streamotife pull is tapped for one 
screw. Write Burkard Manufac- 
turing Co., Dept. AL, 7356 Ten 
Mile Road, Centerline, Mich. 


Multiplex Wing-Panels 
for Wallpaper Display 


Multiplex gives added selling 
space to any wallpaper display 
without increasing floor area. Wall 
space, only 4 ft. wide, will show 
50 full-length repeat patterns. 
Within arms reach, 100 or more 
patterns can be compactly shown 


just as the papers will look on a 
wall. There are five stock sizes 
from which to choose; also self- 
supportable floor models, counter 
styles and two-side island merchan- 
disers. Papers are cut to size, 
placed on composition board fillers 
and slipped into metal channel 
frames. No wallpaper pasting is 
required. Papers may be ‘thumb- 
tacked or wire-stapled to the fillers. 
Wing-panels are interchangeable. 
The manufacturer will recommend 
in blueprint form a type of display 
that is best for each dealer’s needs. 
Just send in a rough sketch of floor 
plan, give measurements and indi- 
cate where Multiplex may be placed. 
This service is free without any 
obligation. For illustrated catalog 
write Multiplex Display Fixture 
Co., Dept. AL, 910 N. Tenth St, 
St. Louis 1, Mo. 





TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 


Makes Pickets 
at Low Cost 


Points 200 to 250 15%'' to 3%" width pickets per hour 
with planer-smooth finish. 
Adjusts to cut any degree of sharpness or bluntness 
of picket point. Light enough to carry to stock pile 
—wt only 38 Ibs.—yet strong and durable enough for 
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SCHUBERT 


Picket Cutter 




















No sanding required. 


operate. 


year after year use. 24'' high. Hand operated. 30'' 
long handle provides easy leverage. Anyone can 
Enables you to utilize odds and ends of 
lumber profitably. Seven day delivery. Send today 
for literature and price. 


H.A.SCHU BERT CO. Machinists 


1210 Washington Ave. 


Wilmette, Illinois 
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bi fealuneg qypeal lo the BUILDER... 
Iq benefit appeal lo the HOME BUYER 


PRIME 
THE WINDOW 
UNIT 


(Vertical Slide) 








Complete factory- 
assembled, factory-painted metal unit includes 
glass, screen, weather stripping, wood or 
metal installation members . . . plus 
insulating sash*. . . ready fo install 
with cost<saving ease and speed 


Since its introduction, the Rusco Prime Window 
with built-in controlled ventilation has won 
immediate favor from architects, builders and 
home buyers because it provides advantages in 
year round comfort, convenience and protection 
never before achieved by ordinary window units. 
And ... Rusco costs LESS to install and less to 
maintain. 


Only RUSCO offers these design and construction features 


All working parts of tubular, hot-dipped galvanized Armco 
ingot Iron Zincgrip...Bonderized and finished with baked- 
on aluminum, outdoor enamel... No field 
painting required . . . Removable panels 
facilitate building operation ... Water- 
proof felt weather stripping throughout 
« « « No weights, balances or cords... 
Positive automatic locking in all positions 
. . - Available with or without insulating 
sash... Wood installation members toxic- 
treated... Complete unit offers the com- 
Glass and screen bined advantages of windows, screens, 


panels lift out from 
insde for cleaning. storm sash and weather stripping. 


Rusco’s 14 years of experience in designing, manufac- 
turing and installing over 5,000,000 Rusco Combination 
Windows is your assurance of the engineering and 
quality of Rusco Prime Windows. » Write for Catalog. 








THE F.C. RUSSELL COMPANY 


DEPARTMENT 7-AL60 
CLEVELAND 1, OHIO 
@trere * OPTIONAL SOR 

SSELL Cay pode! 


OPFNINGS FOR DISTRIBUTORS IN SELECTED TERRITORIES 
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SAYS MR. WETWALL: | cer- 


tainly can make ceilings = says MR. DRYWALL: (alias 
fall! . . . And people get Mr. Homasote): | keep people 
badly hurt that way! 

happy, dry and safe... no 
falling ceilings, no cracked 
or mildewed walls. 








why build m 
WET. as 
when DORRY WALL CONSTRUCTION 


is safer, faster, less expensive ? 


If you have experienced the roar and damage of a falling ceiling— 
there is little we can tell you about Dry Wall Construction. Mr. 
Carl G. Lans, Technical Director of the NAHB says, “Before the 
war, everything was lath and plaster; now it is a rare thing in resi- 
dential construction. Dry wall has proved satisfactory not only 
because it is much more economical, but also because it produces 
a true, straight wall . . . and eliminates the introduction of many 
gallons of moisture into the house.” 


For 32 years Homasote has been used for Dry Wall Construc- 
tion—in millions of dollars of private homes. 


Dry Wall Construction — with Homasote Big Sheets — offers 
many major advantages . . . The average wall is covered with a 
single sheet; batten strips and unsightly wall joints are eliminated. 
You get walls that are permanently crackproof, ideal for paper or 
paint, lending themselves to modern decorating effects, modern 
mouldings and trim . . . Let us send you performance data and 
illustrated literature on Homasote and allied products. 


£ : 
CATALOG IN 


Gas 
... in Big Sheets up to 8’ x 14’ 


Oldest and strongest 
insulating and building 
board on the market 


SEND FOR ILLUSTRATED LITERATURE 


HOMASOTE COMPANY e DEPT. 48, Trenton 3, New Jersey 


Send me literature as checked: 
Standard Homasote Sote Asbestos Board 
(Big Sheets) ( ) P 
The Nova Roller Door 
Striated Homasote 
(Tiles and Panels) > The Nova-Shingle and 


Wood-textured Homasote the Nova-Speed 
(Panels) ) Shingling Clip 


Name ~ 





Address 





City & Zore 








The “Ever-Fast,"" a Brand 
New Locking Shingle 


A brand new locking shingle 
known as the FEver-Fast shingle 
provides double coverage over 
100°. of the roof’s surface. The 
Ever-Fast roof also gives added 
protection by providing triple cov- 
erage on 50°. of the roof area. The 
locking mechanism of Fver-Fast 
shingles is a part of the shingle it- 
self... two slots on each side of 
the shingle which slide under and 
over the edge of the adjoining 





shingle. Each shingle is locked in perature changes as well as_ for 
four places and this lock is a flexi- movement of the roof deck. Only 
ble one, providing for expansion two nails are required for each 
and contraction resulting from tem- shingle, though the pattern of nail- 





PONDEROSA 
PINE 


plas 


FIR & LARCH 
DIMENSION 











LOOK for the Familiar 


Alexander-Yawkey trade- 
mark when you buy -- 


5) A-Y &) 


All Retail Yard Items — Industrial Specialties 


The familiar Alexander-Yawkey trade-mark is your assurance of fine 
quality stock. It's never been finer than we're shipping today. All 
Alexander-Yawkey trade-marked lumber comes from a beautiful tract 
of Ponderosa Pine timber with some intermingling of Douglas Fir and 
Larch. We can ship you straight cars of Ponderosa Pine yard and shed 
items or mixed cars of Ponderosa Pine items with Fir and Larch dimen- 
sion. Look for the Alexander-Yawkey trade-mark the next time you buy. 


Consult your local supplier for sash 
and doors made from our product. 








Alexander-Yawkey Lumber Co. 


PRINEVILLE, OREGON 


Member Western Pine Associction Member Ponderosa Pine Woodwork 
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ing results in each shingle being 
nailed in four places, all nails be. 
ing concealed. Another feature js 
the deep headlap of 345”, and the 
wide side-lap of 6”, which provide 
an extra large nailing area. Spee. 
ifications call for but 111 shingles 
to the square. Barrett’s Evey-Fag; 
shingles are made in both plain and 
weathergrain finishes. The _ plaiy 
finish is offered in plain colors— 
blue-black, deep green and deep red 
—while the weathergrain shingles 
come in blends, greengrain, red. 
grain, bluegrain, slategrain, and 
browngrain. Write The Barret 
Division, Allied Chemical & Dye 
Corporation, Dept. AL, 40 Reeto; 
St., New York 6, N. Y. 


Formed Steel Lintels 


Formed steel lintels which hav 
just been added to the large line 0 
steel building material of Th 
Steeleraft Manufacturing  Con- 
pany, are soon to be nationally ad- 
vertised to the trade. They come 
in stock sizes of 6” multiples, t 
make ordering easy; no more spe- 
cial ordering of angle irons to be 
cut to individual measurements . . 





no waste! Corrugated for extr: 
strength, Steelcraft’s lintels ar 
specially designed of 9 and LL 
gauge steel and come alread 
painted with a baked-on specia 
prime coat. Lintels may be ordere 
separately, or with other Steelcrat 
products: steel casement windows 
door frames, Spacemaker close 
doors, basement windows, utilit 
windows, storm windows, an 
screens. It is recommended the 
lintels, required over all masonr 
openings such as doors and wit 
dows, be at least 8” longer tha 
the actual opening to give a min: 
mum bearing of 4” on each sid 
Write The Steelcraft Manufactur- 
ing Co., Dept. AL, Rossmoynée 
Ohio. 


Masonite Announces 
48-Page Advertising Kit 


Masonite Corporation has ma& 
available to daily newspapers a + 
page advertising kit from whic 
retail advertising managers may & 
der mats. The books also are ava 
able to the company’s wholesale 
and dealers. Postage-free care 
are inserted in each book for ea 
ordering. Set up in three sectioz 
the advertising kit suggests la 
outs, includes a mat catalog 2 
provides proofs of ready-to-run 2 


vertisements in various sizes. T® 


company makes various kinds 
hardboards having a wide varié@ 
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being § of tses in home construction and 
ls be-§ repair, business and industry. Ad- 
ure igs yertisements suggested in the kit 
ind the stress home and farm moderniza- 
| ovide tion. To advertise its hardboards 
/ Spee-# at point of sale and application, 
ngles Masonite is stamping its trade- 
e’-Fast] mark 18” on center in a single 
ain and# jine on the back of its products 
° plain distributed through dealers and 
‘OlOYS~B@ wholesalers. The 5 by 7” black 





Cep red imprint shows the outline figure 
hinges of 1 man, the brand name of the 
m> red. product, and the company’s ad- 
aan dress. For details write Masonite 
& Dre Corporation, Dept. | AL, Hii W. 
Rector Washington St., Chicago 2, IIl. 


New Gold Bond Rock Wool 
Mat-Thick Sealed Blanket 


National Gypsum Company has 

h have ff added a mat-thick sealed blanket to 
line of | the Gold Bond line of rock wool in- 
f They sulation materials. The company 
Com. believes the new product to be the 
ally ag. @ lightest rock wool blanket on the 









vy come market permitting easier, faster 
ples, t 
re spe- : 
S TO b& 
mts .. 
exXtr 
ls arm@ handling with important installa- 
ind 1 @ tion savings as a result. Produced 
already @ in 15” widths to fit standard spac- 
specia § ing of framing members, the new i 0 M y 
ordere: § blanket comes in 8’ lengths and it 
2elcraf: J is easy to cut and fit. Widths of N E ¥ D S 
indows 19” and 23” and lengths greater 
close § than 8’ are available on special or- A 
utilit der. The naturally fire-proof rock eee 


wool adheres to all four sides of 


d tha @ the tough, specially treated paper * 

lasonr enclosure which provides a 

d wit-@ breather-cover on three sides and E A R 
r tha an efficient vapor barrier on the 





1 min: @ fourth side. The mat-thick blanket oe 
0 ee oe ae ee ee Check These WHAT A PRODUCT! The Celladoor makes a 
meg and a condentene of 16. Welte “living” room of every basement, and opens 
, National Gypsum Company, Dept. BILCO Benefits the way to outdoor living. Only through such 
AL, Buffalo 2, N. Y. a door can big equipment be installed. And 
sos 1. OPENS, SHUTS there are 101 other important conveniences. 
Invisible Doorman Opens and MEU wisest enn tis nae 
Closes Heavy Doors : M ! Every prospective home 
3 mad An invisible doorman will open 2, LIFETIME builder; every home with an outdated wooden 
s a4*@ and close heavy glass doors in an } basement door needs — and is easily sold — a 
whit? pone magic manner. A Pitts- DURABILITY!  Bilco Celladoor. Get the full story by filling in 
may oF ourgh Plate Glass Company devel- ¥ / and sending coupon below. ——" 
2 aval opment, the unit, called Pittcomatic, 3. SUPER-SAFE. . nn ee 
lesale will be the first double-acting oe 4. TROUBLE-FREE/ gn ae Hallock Ave., New Haven, 4 
car> Matic power hinge ever manufac- 1 ico cO.,1 the Bilco 1 
or eas tured. A small electric-hydraulic 5. WEATHER-TIGHT/ 1 — 4 me full information ye for me. | 
action: apparatus, it controls 250-pound , 1 Please se" he vast marke a 
ts le doors with a feather-like touch. 6. FIRE-PROOF/ 1 Celladoor and tne agscsccen ee \ 
og al Completely revolutionary in design 7. BURGLAR-PROOF! sameness canara aa: 
run 2 20d operation, the invisible door- es * ae | 
3. Tt man will not require huge space, &. QUICKLY-EASILY H Address — State ero 
ds mijor structural changes for in- :, @ . eT cuales 
varill stallation, or air compressors for INSTALLED: ‘ eee 
M BurtpInG Propucts MERCHANDISER 87 








( Nere's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


| 
| 
| 


WILL NOT SHRINK| 








STICKS AND STAYS put it WORKS BETTER. 
| 


% 


“ey DURHAM 

Most dealers report °OCK HARD ~ 

“Our sales of Dur- \Au-agouno ory 
ham's Rock - Hard REPAIR CHAMD oi as 3 
Water Putty keep aS 
doubling, vear after *! DONALD 
year.” What's more. . Ph 


Durh am’s Roc! ; See Miatene 4 
Hard Water Putty awe 


gives you by far the a , 
best profit-marginon i 

any product of this 

nature. Use it yonrself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham's Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of eath on dis- 
lay Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 





GET THE PLUS SALES 


DAY AFTER DAY 
MAKE THOSE EXTRA PROFITS 


TIMBER FITTINGS 


Created by Builders... 

FOR Builders. Always 

in demand for build- 

ing or remodeling 

Quick shipments 
TIMBER RINGS 


Also CLEVELAND Joist ond Plcte 
Anchors @ Post Caps ond Bases ¢ Woll 
Plotes @ Plote Weshers @ Anchor Bolts 


Send tor complete CLEVELAND Catolog 
—TODAY 


CLEVELAND STEEL SPECIALTY CO. INC. 


3765 E. 9ist STREET « CLEVELAND 5. OHIO 





operation. Unlike electric-eye open- 
ers the unit can be entirely self- 
contained in a Pittco checking floor 
hinge unit no larger than a shoe 
box or it may be operated by re- 
mote control with an already exist- 
ing Pitteo checking floor hinge 
from a unit just six-inches square. 
The invisible doorman’s magic-like 
operation is controlled by a hidden 
micro-switch so sensitive that the 
moment the door handle is touched, 
even lightly, the door starts to 
open by hydraulic action. The open- 
ing operation may be actuated with 
either a slight push or pull on the 
handle. A one-third horsepower 
motor completely mechanizes the 
whole process. Write Pittsburgh 
Plate Glass Company, Dept. AL, 
2088-0 Grant Building, Pittsburgh 
19, Pa 


Carpenter Aprons 


A new Balsam-Wool carpenter 


apron, now available at low cost to 
lumber dealers, includes imprint- 
ing of dealer name and address 
above pockets, and two color im- 
salsam-Wool trade mark. 


t 


printed 


Suspender type design with metal 
grommets distributes weight evenly 
to the shoulders—no strain on 
neck—a feature preferred by most 
building tradesmen. The Balsam- 
Wool apron is cut from sturdy &- 
ounce white duck, and has large 
flare pockets tacked at points of 
Write Wood Conversion 
Company, Dept. AL, Ist National 
Bank Building, St. Paul, Minn. 


stress. 


Hickory Charcoal Pellets, 
Charco Fyre Instant Catch 


Hickory Charcoal pellets made 
of charcoal mechanically combined 
with the finest hickory flak, are 
known to impart a delicious flavor 
to barbecued meats. The pellets 
are clean, burn twice as long as 
ordinary charcoal, and burn one- 
third hotter. Packed in easy-to- 
store 10 pound bags they require 
half as much space as the equiva- 
lent amount of charcoal. Charco 
Fyre Instant Catch, a liquid fire 
lighter, provides another outdoor 
cooking pleasure. It is necessary 


4 
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AO cen, on 
Peucers 


HARVEY M. SUNDERER Co 
1 RM ato 


only to concentrate about one and 
one-half ounce of Chareo Fyre in 
center of fuel and light with a 
match. The fire should be ready 
to barbecue in about 20 minutes, 
Charco Fyre is safe, will not flash 
back or explode, and leaves no odor 
or residue. Newspaper mats, decals 
and envelope stuffers are available 
for dealer promotion. Write Harvey 
M. Hinderer Co., Dept. AL, 1308 
N. Market St., St. Louis 6, Mo. 


Adjustable Screen Door Grille 


Pictured here on a typical in- 
stallation is the Fits-All No. 5. 
This latest addition now brings the 
line of Fits-All Screen Door Grilles 
to five different styles and_ sizes 
that are fully adjustable to nearly 
all standard screen doors. The 
grilles are designed not only to en- 
hance the beauty of the screen 
door, but also to provide protection 
by keeping the screen from being 
pushed through by careless hands 
The Fits-All No. 5 has a silvery- 
satin finish and is made of Macklan- 
burg - Dunean’s specially preparet 
rust-proof, tarnish-proof Alacrome 
metal. The other four models are 
adjustable for size and height by 
a hinged, accordion-like action 
However, the Fits-All No. 5, a 
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pare Mengelbord* is a low-priced 3-ply utility 
— hardwood plywood, %4” thick. It is made 
ht bi from beautiful White Gum (Tupelo), has a 
ction one-piece face, with no joints or oval patches 
* | to mar its appearance. 
Mengelbord is ideal for all interior uses: 
DRY WALLS PARTITIONS 
CABINETS STORE FIXTURES 
FURNITURE 
Write today for descriptive literature. 
No obligation, of course. 

Where fine wood panels of Ma- 

hogany, Oak, Birch or Walnut 

are desired—ask for Mengelux*. 

Literature on request. 
THE MENGEL COMPANY 
Plywood Division « Louisville 1, Ky. 
*Reg. U. §. Pat. Off. 
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SUILDING Propucts MERCHANDISER 





In order to better 
serve you, our customers in the East, 
we have just opened branch offices in 
Philadelphia, Pennsylvania, and Jersey City, New 
Jersey. But no matter where you are located, it is 
our aim to give you the kind of service you want. 
As manufacturers and wholesalers, the Geo. E. 
Miller Company offers a wide selection of western 
forest products plus these service features. 
Eighteen years of special service to our cus- 
tomers has gained for us a reputation of integrity 
and dependability upon which you may rely. For 
your source of Quality Western Lumber Products 
call the Geo. E. Miller Lumber Company... for a 
permanently pleasant business association. 


GEO. E. MILLER 
LUMBER CO. 


EQUITABLE BUILDING 
PORTLAND 4, OREGON 


BRANCH OFFICES 


© 6410 Sherwood Road Trust Co. of N. J. Bidg. 
we = \. Philadelphia, Pa. 921 Bergan Ave. 
mnt Jersey City, N. J. —~ 


















shown in the illustration, consists 
of a set of five gracefully designed 
scrolls which may be easily adapted 
for any size screen Opening by sim- 
ply cutting off the bottom edges to 
measure. One of the main uses of 
the grille is for the popular com- 
bination screen-storm door. The 
Fits-All No. 5 is completely pack- 
aged with everything necessary for 
installation including instructions 
printed right on the carton. It is 
now being nationally advertised in 
leading consumer and trade publi- 


cations. Write Macklanburg-Dun- 
can Co., Dept. AL, Oklahoma City 
1, Okla. 


New Federal "Style Liner" 
Series Trucks 


Introduction of the Style Liner 
series of light and medium duty 
commercial vehicles has been an- 
nounced by the Federal Motor 
Truck Company. More than 100 
new and improved all-truck fea- 
tures have been incorporated in the 
newly announced model. The “Style 
Liner” cab offers the utmost in 
beauty, comfort, visibility and 
safety, according to Federal engi- 
neers. The cab, wider and roomier 
with built-in. slip-free running 
boards, is 66!5’ wide at shoulder 








“Discover how wonderfully 
small trifling expenses ‘ 
mount up to large sums.” 


—Ben Franklin's Almanac, 1757 


A single per cent saved here and another 
per cent saved there strengthens thy 
working capital for the coming year. 


—Acme Steel's Notebook, 1950 


Look, Mr. Lumberman, how long has it been since you sharpened your eye and 
your pencil on ways to save on shipping and handling costs. 

Helping you save money, time, materials, labor is where Acme Steel comes in. 
Nine out of ten companies start cutting costs when they reach for the telephone 
and call in one of our sales engineers and get the benefit of what we have learned 
to do with Acme flat steel strapping, Acme stitching machines and wire, and 


other Acme Steel products. 


Shown below is just one specific example of savings by our customers. If you 


want more evidence, we have hundreds of actual case studies to show you. In 
fact, more than 50,000 Acme customers are getting 
the benefits of Acme Methods now. Call the Acme 
Steel service office nearest you (there are 46 of these 
offices in the principal cities of the U.S. and Canada) 


or send the coupon below. 


Big savings in handling 
costs for lumber retailer 
Steiner Lumber Company, 
Fresno, Calif., cuts costs 50°;. 

That’s not all! Acme Steelstrap 
method of bundling lumber (% 
also means quicker tallying 
less damage and pilfering, re- 
duced danger of injury. 


ececeesevecocoeosesse 


| Please have sales engineer call. 


NAME 








ATTACH THIS COUPON TO YOUR BUSINESS LETTERHEAD 
ACME STEEL COMPANY, Dept. AL-60, 2838 Archer Avenue, Chicago 8, III. 


| Packaging, Shipping, Materials Handling — 
“Savings in Shipping” tells how to save money and 













Of the 3759 Acme Steel employees, 
318, or 8.5%, have worked with 
Acme for more than 25 years each 
and are members of our Quarter 
Century Club. Their total service 
represents 8618 years—certainly a 
tribute to “A Good Place to Work.” 


ACHE STEEL CO. 
CHICAGO 











Please send me booklets on Acme Methods checked. 


safeguard customer good will with Acme Steelstrap. 


J Shipping (Carload and L. C. L.)— “LUMBER 


‘bound to get there’ FROM MILL TO JOB”’ 
POSITION 
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height and 77” wide at the bottom. 
It is of all-steel welded construction 
with a one-piece top. Sheet metal is 
constructed as an integral unit and 
rubber mounted on the frame to 
prevent transmitting of frame 
shocks into the structure. Para- 
mount feature of the Style Liner 
is Federal’s new and_ exclusive 
“swing-lift” fenders which offer 
100 percent greater accessibility to 
the engine, accessories, steering 
and front brakes. Front fenders 
are designed to raise on a concealed 
hinge simply by releasing a clasp. 
The new line, comprising 10 mod- 
els, is available in the 1800, 2500, 
2900 and 3000 series with gross 
vehicle weights up to 21,500 pounds 
and tractor-trailer weights up to 
42,000 pounds. Eight wheelbase 
lengths are offered in the new Style 
Liner series ranging from 126” to 
250”. Cab to axle dimensions are 
from 60%” to 174144”. Write Fed- 
eral Motor Truck Company, Dept. 
AL, Detroit 9, Mich. 





































“Hava-Shower," a Permanent 
Shower Attachment 













The Hava-Shower, an all metal 
shower that’s sleek and modern, 
fits any old-style tub spout, is pre- 
cision machined all chromed 
copper and brass. Any homemaker 
can attach it herself. The adapter 
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* CONNOR 


. “LAYTITE” 


Maple and Birch Flooring 


in Cartons 
(or reqular lengths in bundles) 


Something new in 
modern flooring 


M. F. M. A. SPECIFICATIONS 


Forest Products Since 1872 














‘‘GOSH, THAT RE- 
MINDS ME! MY IN- 
VENTORY’S OUT OF 
BALANCE!” 





LS’ 





You, too, can profit by using W. T. Smith Lumber Company’s 
MIXED CAR SERVICE. Order what you need, when you need 


it and keep your lumber inventory in proper, profitable balance. 


OAK FLOORING — MOULDINGS — PINE FLOORING 
DIMENSIONS — SIDING 


Selective Cutting Assures Permanent Supply 








CHAPMAN, ALABAMA 


B6 YEARS OF MANUFACTURING YELLOW PINE AND HARDY 





There are twv sides 
to the Superiority of 


PAINE 


One is the 
3"Standard 
4 Thickness > 


that helps deliver 























unsurpassed 
rigidity and 


strength; 


Uy), 


WAN Lis a ay, ai 


provided by an in- 
/ terlocking wood 
/ mesh core that has 
been time-tested and 
“time-proved by more 
than four million in- 
stallations from coast 
to coast. 

: ‘ YS 

» And both sides give yo 
and your customers 


SAn Unconditional Guarantee 


of Satisfactory Service 


fa product warranty backed by the 
world’s largest exclusive producer of 
cell-type flush doors. 








Is it any wonder that Paine Rezo is the door 
most specified, most demanded and most insisted 


upon by architects and contractors everywhere. 
See SWEET’S FILE, or write directly for a data 


Mamiactured by the bulletin. 


|) WDD Oshhosh 
PAVE LUMBER CQ. 00D ce 


ESTABLISHED 1853 





has a direction flow knob so that new putty has killing action 
either tub or shower can be used against bacteria over and above the 
without detaching. The six foot action of keeping the putty itself 
rod is topped by a ball socket head from supporting bacterial growth. 
with controllable spray ... stands This means that bacteria and other 
almost seven feet from the tub potential “killers” of microscopic 
bottom. Write Hava-Shower, Dept. size, cannot live in the new putty. 
AL, 5 East 9 St., N. Y. 3, N. Y. = New-Made stainless putty is con- 
sidered by the manufacturer as one 
' more weapon in the fight against 
New-Made Stainless Putty the spread of infectious diseases 
Lichten’s putty for toilet bowls ‘Stemming from bath and lavatory 
that doesn’t stain, and remains pli-  Comnections. Write Lichten Co., 
able down to the last dab—even if Inc., ~_— AL, 1210 N. Hoyne, 
the container is left open, is now Chicago 22, Ill. 
both bactericidal and fungicidal. 
Laboratory tests showed that the Jiffy Electric Sprayer 


Extensive manufacturing facili- i , : : : 
ties and a national distribution set- pe pee | Tip permits aes: mn 
up have been organized to market — 1 Pare pg oy “the ind 
the new Jiffy Electric Sprayer. pipes, radiators and in other inac- 
This is the low priced sprayer, pre- cessible places. This off-angle spray 
cision built to spray water and wa- = replaces the regular nozzle 
ter based chemicals, light oil, liquid uth @ quick easy change. Write 
wax, disinfectants, etc. In an ex- AL. 3369 Fair id "7 mes th 
tensive laboratory and customer + C —_— ae ee 
usage test, it was found to be per- ene Seem 
fect for refinishing automobiles, 
painting furniture and other house- New-type "Chromtrim" 
hold items, mothproofing clothes Shipping Tube 
and spraying insecticide. It’s sim- 
ple - use —— — is — is — new-type shipping tube was 
to plug in the 8 foot Flameol cov- recently developed by the R. D. 
ered electrical cord in any 110 V. Werner Company’s own tube de- 
A.C. outlet. The Jiffy exclusive partment. It employs the use of a 
pressure driven metal bung and 
long a end cap which per- 

mits unpacking of contents with- 

It’s the V out the annoyance of removing 
staples ~ nails. REDdy Jacket, the 

H familiar Chromtrim trade character 

that makes the difference has been worked into an over-all 
repeat design on all packaging to 

tie in with the company’s national 








V-EDGE 
CASINGS 





See For Windows and Doors 


expansion flange 





Smoother joints, cleaner work, 
easier painting and finishing— 
these are only part of the advan- 
tages. Let us send you our illustrated 
folder which tells the whole story 
of this better, low-cost metal casing 
. made in bull nose and square ees advertising and trade promotion. 
Bull Nose: short flange or expansion flange. According to a company spokes 
expansion flange man, the slogan, “Look for the 


Molding with the Red Striped 
PENN METAL Company, INC. Jacket,” is already paying off. is 


On: , increased refill business from 
yles wy, 5 ae 4?r d Street New ola: Pe N ¥: ° 

lle Nig ei Chromtrim dealers throughout the 
oe ss Si Phitodelphio Pen Dowels ndienapdlla country. Write R. D. Werner, Dept 
Seattle los Angeles Son Francisco allas Parkersburg, W. Vo AL, 295, Fifth Ave., New York 16, 
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gabriel Pouring Form for 
stalling Basement Windows 


The Gabriel pouring form per- 
nits the Gabriel Basement Sash to 
ye accurately and securely set in a 
oncrete basement wall at the time 
tis being poured. It assures per- 
et installation, giving correct 
dope to the sill. The form consists 
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ftwo halves hinged at the top in 
damshell fashion which when closed 
snugly, fit the outlines of the sash. 
When removed, the form leaves the 
ash sill and jamb weathering 
flanges deeply set in the wall. First, 
the sash is placed and centered on 
the form, then the inner half of 
frm is closed on the sash. Weight 
is applied and locking wedges in- 
erted. Form containing sash is 
then ready for nailing channels. 
form is easily removed after con- 
wete sets, leaving sash an integral 
yart of the wall. A remarkable la- 
wr saver, according to the manu- 
facturer, the form is rugged, will 
hst indefinitely, and has proved 
successful in thousands of installa- 
tions. Write Gabriel Steel Com- 
nny, Dept. AL, 13700 Sherwood, 
Detroit, Mich. 


Seal-Foil Insulation 


Seal-Foil, shown here ready for 
‘hipment, is finding increasing fa- 
tor in the field of insulation. An 
approved rock wool batt, it com- 
nes the well known efficiency of 
mineral wool with the added pro- 
fection of aluminum foil. This 
tuaranteed insulation, according to 
‘ne Sealtite firm, can be sold as con- 
lensation proof. Write Sealtite In- 
ulation Manufacturing Corpora- 
lion, 115 Madison St., Dept. AL, 
Vaukesha, Wis. 
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RENTAL 
SANDERS 


jd fA 





Bi Sa olin 
Easy to display... 
adjust handle to vertical 
position, takes less space 
on floor. 













You can build a substantial EXTRA PROFIT 


AMERICAN 


Easy to sand... 
handle adjusts to proper 
angie for tall or short 
Operators. 






Easy to transport... 


with handle detached, 
machine fits in trunk of 
car. 














BUSINESS for your store—by renting American Floor 
/ Machines to your customers! Hundreds of dealers are doing 






Ahis and making steady 


Little American 8” Floor 
Sander . . . lever-type 
aigis groderes, profes- 
sional results in rental 
use. 





American Spmner Floor 
Edgers . . . disc-type 
sander finishes right 
up to edges of floors, 
stairs, closets, 5!3” & 
7” discs. 


business. 
Maintenance Machines. 0 Send latest catalog on the following, without 
Labor saving for pol- obligation: 


ishing, disc sanding 
steel wooling and 
scrubbing floors. Brush 


fcc cclo 


The American Floor Surfacin 


0 Send 12-page illustrated free booklet showing 
how to make money in the floor sander rental 


0 Floor Sanders 1 Floor Edgers © Main- 
tenance Machine 


monthly income—you can do it too! 


Start right with American Quality Machines! For example 
—show a few of your customers how easy it is to use the 
American Rental Sander to make old floors like new— 

and rental -dollars start rolling in! Also, you get 

plus sales of seals, paints, abrasives, etc. This Sander 
—like all American Machines—is built to “‘take it” 
...it will give you the utmost profit-hours with 
extremely low maintenance expense. It’s a year 
*round money-maker for you! Send for profit-plan details. 


MERICAN 


FLOOR MACHINES...PORTABLE TOOLS 


Machine Co. 
521 So. St. Clair St., Toledo 3, Ohio 











spread 14, 16 or 19 Name 
inches. ) 
; \ Street 
SEND COUPON TODAY City State 
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18 Useful Stock Sizes 
Odd Sizes Quickly Made to Order 


Calder Doors wedge closed for Wall-Tight Fit! 
Roll up as easily as down. Easy, quiet, smooth 


running, beautifully made doors. 


Wedge Tight Doors for Wall-Tight Fit 


Write for profitable Dealer Franchise 











WOOD OVERHEAD SECTIONAL GARAGE DOOR 
EASIER to INSTALL . . . OPERATE... SELL! 








Residential 
Commercial 
High Lift 
Pass Doors 
Electric Operators 
(Radio Control) 
Special Designs 











THE CALDER MANUFACTURING CO., Lancaster 4,’ Penna. 
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material costs effected by applications of 
adhesives in the construction field, that all 
leading architects and progressive con- 
struction men are swinging to this modern 
method for both new constructions and 
modernization. 


Sell “Construction by Adhesion” 


Sell Miracle! 


Miracle Black Magic Adhesive 
Miracle Wallboard Cement 
Miracle Panel-Board Cement 
Miracle White Caulking 
Miracle Plastic Underlayment 


You owe it to yourself to get the facts 
today! See Miracle Exhibit, 101 Park Ave- 
nue. Write for information and your free 








brochure. 


GET ALL THE FACTS NOW ON 


“CONSTRUCTION 
BY ADHESION” 


So substantial are the savings in labor and 





m°CER MOS TiLB---— 


coxucarere--* 


MIRACLE ADHESIVE 
ABRASNVE TREADS 


i 


WOO STAR 





FOR TILE FLOORS 


STAIR TREADS 





UNOLE YM FORMICA ETC 




















COUNTER TOPS 


PARTITIONS 


MIRACLE ADHESIVES CORP. 


Dept. AL6-3, 214 East S3rd Street ® 





New York 22, N. Y. 
“Reg. U. S. Pat. Off. 








New, Improved Corner Lath 


Because of its smooth-edge cop. 
struction, Ex-Trand is easier ani 
safer to use than the old fashioneg 
cut-up type of cornerite. Not onl 
does this prevent injuries to the 
hands, but the lather can apply 
more lath in less time. Ex-Trand js 
formed with an extra strand of 
steel at the corner providing 
greater strength where it is neede; 
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most. Available in 2” x 2” and 3”: 
3” sizes in 96” lengths; packed in 
bundles of 600 feet. Write Wheel 
ing Corrugating Company, Dept 
AL, Wheeling, W. Va. 


Low-Cost, Automatic 8" Fan 


An automatic 8” ventilating fa 
has been developed specifically fo 
built-in installation in small room: 
where wall space is limited or ur 
available. This Radia Model No 
1, embodies many operating ani 
construction features that recon 
mend its use in dens, powder rooms 
kitchenettes, bathrooms, etc. It i: 
built to fit all standard construc 
tion and permits quick, easy insta: 
lation in walls, ceilings, or wal 
cabinets. Once installed, only the 
attractive, die-cast aluminum grill | 
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: needed val * MOULDINGS 
LUMBERMEN * MILLWORK 
* CUT STOCK 

The Lumbermen’s Underwriting 

ee YELLOW FINE 

apt aa clusively for lumbermen. * END MATCHED 

Allied Lines Sound fire prevention engineer- on FLOORING 

| eh — ade Spa _® PACKAGED 
experience. TRIM 


Write us today for a complete 
review of your insurance needs! 





WINTER BROTHERS 


LUMBERMEN’S UNDERWRITING ALLIANCE Lumber. Products, Inc. 


U. S. Epperson Underwriting Co. 


J.J. Lynn, President PHONE: VILLAGE 8-0806 
1000 R. A. Long Bldg. Kansas City 6, Mo. 


212 S. MARION ST., OAK PARK, ILL. 




















S MORE DOORS 





T: Act Now! 
acked in WITH THIS 
. Wheel 
igs Take Advantage of Our Present 
a W PRICES 
Sen REVOLVING Warehouse or Carload Shipments 
DOOR We Can Give You Prompt Shipments of High Quality Birch 
ting far . Plywood — Birch Veneer — Birch Lumber — Birch Doors 
ally for _ 7) : DISPLAY 
I room: Bae ls BIRCH PLYWOOD 
1 or ut: 29 : STAND Stock Panels Door Panels 
del Ne Grades: A-I, A-3, 1-3, 1-2, 2-2, Grades available: 1-2-3 
ing ani 2-3, 3-3 1/8" to 3/16" 3 ply panels 
cool All Thicknesses: 1/8" to 3/4" pn P atl dentin’ "loos 
: Complete Stock Sizes or Your 
Yr room: Sizes Upon Request 
ec. Iti : Here‘’s a real door-sales Phenolic, Urea, Melomine, and 10 Cycle Glue. All hot press glues 
i J X promoterl And it saves on Door Panels and Stock Panels. All birch plywood meets stande 
onstrut: - a you work and trouble— CS 35-47 Bureau of Standards specifications. 
instal: makes selling doors 
y ins . easier. 
or wa a ’ — Birch Veneer Birch Lumber 
only the pra ae Se geeveas tan me Rotary and Sliced Cut All Standard Grades and Thick- 
and eliminate bolting to the floor. Standard Thicknesses nesses 





im grille | DISPLAYS 8 DOORS Brackets are all steel and hold Faces, Backs, Cross Banding & Kiln dried and air dried 
‘ock 


doors without bolts or fastening of 
any kind. Rust-proof finish. Stand al geet ot ee 


| is portable. Entire display revolves Specify your Requirements — cate of Inspection and Tally 
| WON’T MAR DOORS on ball bearings. 





‘ Send your order today. Greater ACT NOW -- WIRE -- PHONE = WRITE TODAY 
SNMLTa DEI y Nay «door _sdies will be yours. Just $79.50 FOR NEW LOW PRICES 


The KEN-RO-BIL Corporation W. R. BRAUND COMPANY 


General Manufacturing Telephone 5022 TWX Birmingham 500 
VAN BUREN, OHIO 
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is visible. The unit may be mounted 


horizontally or vertically and 
vented into ducts, air shafts, or 
outside (with its own wall unit). 


Write Shepler Manufacturing Com- 
pany, Dept. AL, 1312 Sheffield St., 
Pittsburgh 12, Pa. 


Leigh Flower Boxes, Screen 
Door Push Bars 


Colorful Leigh flower boxes that 
have a lot of eye appeal, are avail- 
able complete with installation 
screws and ready to install. The 
containers are built of heavy gauge 
steel that is zine coated, bonder- 
ized and finished with two coats of 
baked enamel . . . won’t split or 























—[DIXIE BRAND] 




















Standards. 








MODERN MILLS 


Kiln Dried 
Carefully Manufactured 


FIR - HEMLOCK - CEDAR 


Yes, our 3 modern mills have it! You'll know you've found the right 
source with your first order. It's the well manufactured and quality lum- 
ber your customers demand today. 


Our fine assortment of West Coast species is dependable quality kiln 
dried lumber, which is graded according to West Coast Lumber Bureau 


Try us on your next order—straight or mixed cars of Fir and Hemlock 
Dimension—End Matched Drop Siding, Ceiling, Flooring, D & M—West- 
ern Red Cedar Bevel and Bungalow Siding—Moulding, Trim, Boards. 


700,000 Ft. Daily Production 


WILLAMETTE VALLEY LUMBER CO. 


DALLAS. 


OREGON 








crack. Front and back edge. are 
heavily reinforced. The boxe: are 
30” long; come in green, blie or 
tile red enamel. Leigh push bars 
like the one shown below, enhance 
the appearance of any s:reen 
door, also eliminate torn screens, 
They are made of extra heavy steel 
finished in baked white ename! with 
a rust inhibiting zinc chromate un- 
dercoat. Available in two sizes for 
32” and 36” doors. Write Air Con- 
trol Products, Inc., Dept. AL, 
Coopersville, Mich. 


New Cove Base 

The Fremont Rubber Company 
has resumed production on viny| 
plastic cove base for the first time 
since November, 1949, when new 
equipment was installed to offer 
the trade a new and improved prod- 
uct. Available in continuous 
lengths, 120 feet to the roll, 240 
feet to the carton, it is the only 
continuous cove base being offered 
to the floor covering trade. Write 
Fremont Rubber Company, Dept. 
AL, Fremont, Ohio. 


"The ABC of A.B.C." 
New Dealer Manual 

Allied Building Credits, Inc., na- 
tionwide finance firm serving the 
building trades, announces the 
availability of the company’s new 
dealer manual, “The ABC of 
A.B.C.” Allied Building Credits’ 
field offices throughout the country 
are handling distribution. “The 
ABC of A.B.C.” opens on a color- 
ful introductory note covering the 
selling story and over-all opera- 
tional picture. This is followed by 
a section entitled “The Mechanics 
of A.B.C.”’ wherein the reader is 
conducted step by step through the 
operation of A.B.C. credit plans. 
Work classifications eligible for in- 
stallment financing under _ the 
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THE A.B. CARROLL 
LUMBER COMPANY 


Manufacturers 
SHORT LEAF PINE 
and HARDWOOD 
. LUMBER “ 
~~ > — 


_~ 
Boards Our 7 
HURTSBORO, ALABAMA 

Phone 66 


WE MAKE POPLAR BEVEL SIDING 
AND RESAW PINE AND HARDWOOD 


GIVING PARTICULAR 
ATTENTION TO 
REFORESTATION 








HURTSBORO OAK FLOORING CO., INC. 


Manufacturers of High Grade 
End Matched Oak Flooring 
in 25/32 and 1/2 in. 


We are in a position to ship 
Oak Flooring, Block Flooring 
and Air Dried Yellow Pine 
Boards in the Same Car. 
PLANT AT 

HURTSBORO, ALABAMA 


Phone 69-3 





7) 
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This is Chinese for 


SOUTHERN 
PINE IN ANY LANGUAGE VALUE 


SOUTHERN TALKS 
warowoons =| You can't beat Ferguson values 
WEST COAST | in Southern Pine, Southern 


woobs Hardwoods and West Coast 
Woods. 


CALL, WRITE OR WIRE FERGUSON 
TODAY FOR YOUR LUMBER NEEDS. 


ON LUMBER CO. 


St. Louis 1, Missouri 











Manufacturers of 


RED CEDAR 
SIDING 


and 


SHINGLES 


The Brand to Rely on for 
Quality Products 























Distributed through the 
Wholesale Trade exclusively. 


























THURSTON-FLAVELLE LTD. 


Port Moody, B. C. Canada 
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Phone — CHestnut 8646 
EXTERIOR and 


SOUNDBIL INTERIOR 
DOUGLAS FIR PLYWOOD 











_ 


SOUNDLY MANUFACTURED HOT PRESS PLYWOOD 


The illustration shows workers loading the hot press in the 
Puget Sound plant. Moisture-resistant “hot press” Exterior 
Douglas Fir Plywood is a specialty with us. 

"Soundbilt" Plywood is as carefully manufactured as any ply- 
wood can be. Every step in the manufacturing process is in 
accordance with the latest accepted principles. Supervision is 
close and systematic. 

Make "Soundbilt" your standard in buying Douglas Fir Ply- 
wood. Consult us on your requirements today. 


Pucet Sounp Prywoop, INc. 


Tacoma 2, Washington 
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PUSH OR PULL ACTION 


The beauty of this new latch is its design 
and ease of installation. Requires no 
mortising—simply bore a one inch hole 
and insert screws. Four screws (two con- 
cealed) hold latch securely to the door. 
It closes silently and locks with a con- 
venient slide bolt instead of the previous 
swing lever. Handles are heavy castings 
in aluminum, brass or bronze. Beveled 
escutcheon plates. Absolutely guaranteed 
against breakage. Also available with 
locking mechanism and two keys at 50c 
extra retail. Display models for dealers. 


Y) Ask Your Jobber or 


Write for Catalog 
BRASS WORKS, INC 











"250 EAST FIFTH STREET | 
ST. PAUL 1, MINNESOTA 





OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN. 


M anufdctu rers of 


WOODWAY 
VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS—ST’D & SPEC. 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 












WE SPECIA 
WOOD AN 
PINE; OT 
HARDW 


LIZE IN Bags. 
D PONDEROSA 
HER NORTHERN 
OODS AVAILABLE. 











WOODWAY quality, 
means 
Extra Profits 























A.B.C. plans are listed in their en- 
tirety, and every possible contin- 
gency a dealer might face in con- 
tracting an installment sale is 
clearly brought out and explained. 
Write Allied Building Credits, 
Inc., Dept. AL, 3109 Wilshire Bldg., 
vows Angeles, Calif. 


12-Roll Rack Used Where 
Small Stocks Are Carried 

The screen wire display rack de- 
scribed in the March 25 issue on 
page 62, referred to the manufac- 
turer’s 24-roll display No. 100A. 
The illustration, however, pictured 
Model 200B. This model displays 
12 rolls of screen wire from 18” 
width up to 48” width. Wire can 
be unwound, measured and cut 





from any roll without removing 
from rack. Comes complete with 
winding device, automatic measur- 
ing device and cutter. Frame hold- 
ing winder and cutter can be folded 
down when not in use. This frame 
extends 18” from stand in use and 
6” when folded down. Although a 
narrow model, the 200B is well 
braced and rigid. Entire model 
requires floor space 51” wide, 15” 
deep and is 6’ 4” high to top roll. 
Write Marvel Rack Mfg. Co., Inc., 
24 N. First St., Minneapolis 1, 
Minn. 


New Poultry House Ventilation 
Unit Requires No Maintenance 


No oiling . . . no servicing what- 
soever ... is the claim of the Clay 
Equipment Corporation for its new 
bantam size fan cabinet, a unit 
which is ‘job-rated’ to supply proper 
ventilation for the average size 
poultry house anywhere from 100 
to 350 birds. This new cabinet fea- 
tures a totally enclosed General 
Electric motor with lifetime sealed 
bearings. It is rust resistant, light- 
weight, simple to install, easy to 
operate, and requires no mainte- 
nance. The motor is guaranteed 
unconditionally for 1 year. In addi- 
tion to this cabinet, the Clay 
Company offers a diversified line of 
farm building ventilation equip- 
ment for barns, hog and, poultry 
houses, including fans, cabinets, 
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fresh air intakes, and roof ventila- 
tors. Write Clay Equipment Cor- 
poration, Dept. AL, Cedar Falls, 
Iowa. 








Plastic Cement 

Dekadhese, a plastic cement, has 
been developed to solve many tough 
adhesive problems in science and 
industry. Dekadhese has absolute 
lack ef color—beautiful clarity, in 
applications involving invisibility 
and extreme clarity, such as the 
cementing of glass. It offers fast 
drying time—does not require the 
application of heat—remains per- 
manently flexible, and does not 
crystallize or become brittle. De- 
kadhese has high resistance to oil. 
gasoline, vermin and mould, water 
and moisture vapor, a vital quality 
for outdoor installations, marine 
installations, and exposed bonds of 
















































all types. It also has high dielec- 
tric strength—an extremely usefu! 
quality in electrical applications. 
Dekadhese has positive adhesion on 
such surfaces as glass, rubber. 
metal, formica, tile, wood, plaster, 
insulating materials, etc. Write 
Hayes Research Company, Dept. 
AL, 678 Massachusetts Ave., Cam- 
bridge 39, Mass. 
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Clements Dumber Co. 


= MANUFACTURERS & WHOLESALERS +» DOUGLAS FIR LUMBER 
EUGENE, OREGON + P.0. BOX 908 + PHONE 5-3317 + TELETYPE EG 49 
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quality Reduce Delivery Costs 
marine YO U C A x and SINCE 1918 
_—e : Speed up Deliveries 
with an Load and Unload a Lead at a time 
R-B ROLL-OFF TRUCK BODY 


Complete Beds Shipped KD 
EASILY MOUNTED 











Write for Catalog & Prices Two Minutes Are Better THAD 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY 1, MO. 





PONDEROSA PINE 


mame High Altitude, Soft Textured Growth 
usefu! 
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ations. ESy Manufacturer and Distributor 
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21 | (S97 PAUL BUNYAN LUMBER CO. 
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VYlames in the News 


Construction Started for New 
Armstrong Cork Laboratories 


Construction has been started for 
new Armstrong Cork Company labo- 
ratories which will compare with the 
most modern and attractive industrial 
research and development facilities in 
the country, according to the com- 
pany’s announcement. The new re- 
search buildings will be built on a 
40-acre site four miles west of Lan- 
caster, Pa. location of the home of- 
fices of the company. It is expected 
that the new facilities will be ready 
for use early in 1951. 

The laboratories will include the 
latest developments in industrial re- 
search, design, and equipment. The 
main research building will be of two- 
and three-story brick and steel con- 
struction. In addition to the main 
building, a large single-story pilot 
plant, smaller pilot plants, and a boil- 
er house will be built. 

The company’s present general re- 
search activities are located in build- 
ings originally designed and _ con- 
structed for factory purposes which 
have become inadequate as laboratory 
buildings. For some time, officials 
said, the company has needed new re- 


search facilities to serve its 18 plants 
in the United States and its opera- 
tions abroad. The company has re- 
lied heavily upon research for many 
years to keep abreast of its markets 
by offering complete lines of its prod- 
ucts and improving and developing 
new materials and methods. 


Bird Shreveport Mills 
Hold Open House 


Several hundred dealers, suppliers 
and families of employes attended an 
Open House given by Bird & Son, 
Shreveport felt and roofing mills. Vis- 
itors were received and refreshments 
served on the lawn of the mill. Com- 
pany personnel acting as guides con- 
ducted the guests through both mills. 
Special invitations were sent to deal- 
ers in towns surrounding Shreveport. 
Local townspeople were invited by ad- 
vertisements run in the local news- 
papers. 

L. L. Williams, Bird southwestern 
division manager, commented favor- 
ably on the results of the event. “We 
have a great many friends in the area 
in which we sell our materials, and 
we are eager to have them see the re- 


cent improvements in our manu‘ae- 
turing facilities,” he said. 

The Bird Plant at Chicago has just 
completed installation of a new roof. 
ing machine. 


Mando Employe Wins $410 
Suggestion Award 


Henry Orstad, mechanical foreman at 
the Minnesota and Ontario Paper Com- 
pany mills in International Falls, received 
a $410 suggestion award for devising an 
automatic tripping device which speeds 
up the grinding process by reducing the 
waiting time in retracting the grinding 
shoe and gate on the grinder pockets, 
Previousiy, up to a whole minute was 
lost until another load of pulp sticks was 
automatically released from the chute for 
re-filling. Although the time thus gained 
between re-fills on each pocket seems 
small, when calculated for five stones on 
a 24-hour, year-round basis, it represents 
a considerable saving to the company. 








HARDWOOD FLOORING 


SINCE 1919... 
the first and 
finest in 

finished oak 
flooring! 


PRE-FINISHED OAK 





WILLIAMSPORT 4181, wire or write... 


THE 


SUSQUEHANNA ST 





Conveniently machine packaged in steel-strapped 
bundles. Prompt shipment on most grades. PHONE 


CROMAR COMPANY 


WILLIAMSPORT; 


¥y"n2” & WY” and 25/32"x2%," 
tone finish is ‘‘ironed into the wood" on CROMAR'S exclusive sub- 
surface process. Self-leveling joint. 


& 1%”. Rich, gleaming twilight 


Nail holes machine-punched. 


UNFINISHED OAK & HARD MAPLE 


PENNA 
carefully graded. 


25/32"'x2!/44" & 1/2". Straight line, top quality, standard matched. 
Well manufactured from Appalachian Oak and Hard Maple, 
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e more than 80 branch claim offices 
in U.S. and Canada 


Lumbermens «Wu “a 


Opereting in New York state os (American) Lumbermens Mutuel Casualty Company of Illinois 
Jomes $. Kemper, chairman H.G. Kemper, president ¢ Mutyal Insurance Building, Chicogo 40 
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Telephone 4-5578 


MIXED CAR SERVICE on SHED STOCK 
For the RETAIL TRADE, Featuring: 


“Ss se 2 2 ad 
atin Finished 
Soft-textured Yellow Pine Finish, Mouldings, 
Paneling, Ceiling, Siding and Close 
Grain Flooring—Shed Conditioned” 
in the Rough AFTER KILN DRYING 
to insure Accurate Machining 
APPALACHIAN WHITE PINE PANELING 


BALDWIN LUMBER COMPANY 


Division of WILLIAMSON TIE COMPANY 


On the main Line of SOUTHERN RAILWAY at CORNELIA, GA. 
Offering FAST DISPATCH in all Directions 


Sales office at WILLIAMSON TIE CO., 
Jacksonville 1, Florida 





P. O. Drawer 1527 
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United States Gypsum 











Gypsum « Lime - Steel - Insulation + Roofing + Paint 











NORTHERN 
WHITE PINE ee 
NORWAY | ; = NEW ECONOMY 

PINE | BS ss! SASH HOLDER 


Model VSH-57 7%” dia. for Check Rail Sash 














= Model VSH-20 34” dia. for Plain Rail Sash 
ue . | | The demand for Vikre New Economy Sash Holders is increasing 
3 ik ‘a EE ong — | | every day. Builders and owners everywhere know of their money 


saving efficiency — know that they are the only spring tension 

type holders to have all moving parts fully encased to eliminate 

|| sticking and binding. Vikre Holders require only one hole 

— A af -_ || drilled in sash .. . have patented, adjustable steel spring tension. 
oo || Sell genuine Vikre Sash Holders for better profits. 


NEW MERCHANDISING DEAL 


Six dozen Vikre Sash Hold- 
ers are packed with an attrac- 
tively stained, eye catching 
window display with mount- 
ed sample of Holder. Win- 
dow can be raised and low- 
ered. Attractive folders. No 
additional charge for display 


RAINY LAKE LUMBER CO. Ltd. iteueerwmneenars 
Sales Office: Vikre Co., Inc., 3016- SSS 
Pye TRC miata Peal er cle ae Game | ith Avenue South, Min- . ‘ asi st 


neapolis, Minn. 








527 Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 
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Inter-American 
Delegates Visit 
Celotex Plant 


One hundred and fifty delegates to 
the Inter-American Congress on Mu- 
nicipalities were guests of The Celo- 
tex Corporation on May 3 and 4 when 
they were conducted by company offi- 
cials on tours through the Celotex 
plant at Marrero, La. 

The delegates, in many cases high 
government officials, mayors and mu- 
nicipal authorities of important cities 
in Latin-America, Canada, and United 
States, were transported by river boat 
to the Westwego wharves from where 
they completed the trip to Marrero by 
motor. At The Celotex Corporation’s 
plant, they witnessed the manufacture 
of genuine Celotex cane fibre building 
products. 


~ 


\ 





Celotex President O. S. Mansell and 
Mrs. Mansell (left) chat with New Or- 
leans’ Mayor de Lesseps S. Morrison and 
Mrs. Morrison at reception tendered by 
Celotex to delegates to Inter-American 
Congress on Municipalities. 


The Celotex Corporation, in its 
search for a practical answer to the 
low-cost housing problem, has devel- 
oped Cemesto board, a multiple func- 
tion material, which many competent 
authorities believe may help toward 
solution of world-wide housing needs. 
Delegates to the Congress were espe- 
cially interested in this material. 

Following the plant tours, the vis- 
itors returned to the boat at West- 
wego and thence to New Orleans. 

The evening of May 3, Celotex 
President O. S. Mansell and Mrs. 
Mansell were hosts to the delegates 
and their wives at a reception at In- 
ternational House in New Orleans. 


Lumite Featured in 
Fifty 1950 Shows 


Lumite woven saran screening and 
fabrics will be exhibited at 50 na- 
tional and regional home and trade 
shows this year, James W. Veeder, 
advertising manager of the Lumite 
Division of the Chicopee Manufactur- 
ing Corporation, announced. 

Lumite will be displayed in its own 
booths, in several of the major shows, 
and in distributor booths in the other 
shows. 

Among the larger shows scheduled 
are the National Home Builders Show, 
St. Louis, Mo.; Philadelphia Home 
Show; Construction Industries Expo- 
sition, Los Angeles, Calif.; National 
Automobile Dealers’ Association 


Show, Atlantic City, N. J.; and So- 

ciety of Plastics Industries Show, Chi- 

cago, Ill. 
Lumite’s 


display rack, newly-de- 














signed for 1950, will be exhibited. It 
features facilities for convenient dis. 
playing, measuring and dispensing of 
six different widths of Lumite screen- 
ing. It also stores six extra rolls of 
the screening. 

Other items featured at the exhib- 
its will be the Lumite “thumper,” a 
metal ball device demonstrating the 
great impact strength of the material 
under continuous pounding; and a 
constant stream of water on the 
water “sprinkler,” which sprays a 
screening, to show that Lumite does 
not rust or corrode. 


Haley Appointed 
Executive Secretary of 
Dental Society 


Jerry M. Haley, White Plains, 
N. Y., was appointed to the newly 
created post of Executive Secretary 
of the Dental Society of the State of 
New York. This organization, com- 
prising about 11,000 members of the 
dental profession located throughout 
the entire state of New York, is one 
of the oldest groups. of its kind, and 
the largest dental society in the coun- 
try. 

For many years the assistant man- 
ager of the Northeastern Retail Lum- 
bermens Association, previous to his 
becoming Director of Research for 
Norm Advertising, Inc. of New York, 
Jerry Haley is well known throughout 
the lumber and building materials 
field. His many friends join with the 
American Lumberman and Building 
Products Merchandiser in wishing him 
every success in this new activity. 
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: €. E Klumb Lumber Company { | 














Yellow Pine FOR SALE Hardwoods 


Prompt Shipment, price Sot, Subject to Market Changes, Feb Mill less 2% 

































i Py pg 
{ C. E. (ROY) KLUMB, Sr., Owner Fob Mill less 2%. Full protestion Guaranteed under SPA and NHLA Rules. 
4 | You are assured Good Quality every respect. 
| te i 7 34” RL — oss AD Poplar, RW&L 8to16’ 
| x 
{ Wholesale Lumber Distributors __ ICL tx 8 SeSorcm zante “gg CL M/A HEB Ruwvss SBE 
{ 5 CL Ix 6 S4SorCM 23-21% = TS a CL 4/4 HIC&Btr — $120-150-160 
4| a ee ee 5 CL Ix 8 S4SorSL 23-22% = 78 5 CL 4/4 $2B&Btr (LogRun) 
4| We Specialize in MIXED CARS of Quality Lumber 3 CL 1x10 S4SorSL 23-22% 8676 $50-72- 115-145-155 
Na ar eee ark | 2 CL 1x12 S&S 2a 1 Approx: 20-35-35-10% 
{| oe jou ore 14&16’ - ‘ ‘ 
} An Experienced aap sn Sling the s cl 2 6 SAS Std a He 70 GUM—Mixed m 
5 CL 4/4 #2C Rgh/S2 
! Producer's Problems an e Buyer's s. | : ce ceo = c #2Com Rgh/S2S 
{ 3h 3 es ee 
| CRYSTAL SPRINGS, MISSISSIPPI | AMAdd St MFC for ated Items weeds Sold Feb M 
} “In the Heart of the Deep South” | FLEMING LUMBER COMPANY, Columbus, Ga. 
| °' “Our 85th Y Phene 8-772! 
Phone 169 P. O. Box 391 | —_ A dg Branch Ofee Bex sa ety Phone 8-1548 
TO LUMBER DEALERS sae 
8000 MOULDING LIST PRICES font 
PRICES to net 
FREE MAKE MONEY you attractive 
Ready about June 15 ON one —- 
ee TODAY write ALUMINUM ferrous railings, 
potttcscscsses su eusedoosonsasceesossesosseen for folders and AND gates, grilles, 
1 complete infor- doors, en- 
r] Name : mation. DO IT BRASS RAILS trances, tablets, 
: . NOW! ! 1! letters, etc. ... 
* Company ' famous for 
: ; finer quality 
: Address : since 1882. 
bs i 
' 
Ci State ' 
: cece gccns co. || NEWMAN BROTHERS, Inc. 
‘ 
DIERKS LU . Dept. A-L Cincinnati 3, O. 
» 1006 Grand AL Kansas City, Mo. - 
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Anything in 
West Coast Woods 


Manufacturers of: 
Mouldings 


Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 
Furniture Parts 
in fact, Anything in 
West Coast Woods! 
Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 


1635 Dierks Building 
Phone: Victor 4143 
Kansas City 6, Missouri 


PLEASE DIRECT ALL INQUIRIES 
TO ANDERSON, CALIFORNIA 
Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 
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‘ a Sizes: 5, 72, 10 ton cap. 


price 


BS ag New Low 


Made by the Makers of Krawmshar 


SILENT Hoist & CRANE Co. 


860 63rd STREET, BROOKLYN 20, N. Y. 











ependable Quality 


FLOORING Z 


HARDWOOD FLOORING 


In straight cars or mixed with air 
dried Yellow Pine Boards and 


Dimension. Best of manufacture. 


beech 
Satisfaction that will bring you 


P ecan back for more. 
ash ® 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 
Selma LD 9910 — Phones — Jackson 1885 
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oak 


















Red Cedar Closet Lining | 


RBrown’s 


rv aw A F Ae “WG Ma/ 


NATIONALLY 
ADVERTISED 


Guaranteed 90% Red Heart or Better 
ca 


100% oil content 


Suggest Cedar Lined 
Closets to Every Home 
Builder. There is 
Nothing Better than 














Only SUPER- 
CEDAR is of 
the same uni- 
form high quali- 
ty standard that 
guarantees every 
package to contain 
90% Red Heart or 
better, and 100% oil 
content that produces 
the pleasing aroma. , 










CLOSET LINING 


ALL WIDTHS PUT-UP = 
40 FT. TO PACKAGE 


More home builders ase’ 
specifying cedar lined 
closets today than ever—and 
Brown's SUPERCEDAR is na- 

tionally advertised to thous- 
ands of new home prospects, 
architects and builders. SUPER- 
CEDAR closet lining is surfaced, 
tongue and grooved, ready to put 

on with no waste. Packaged and 

sealed with the Geo. C. Brown label 
and guarantee, famous since 1886. 


Product of 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N. C. ESTABLISHED 1886 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 


There is an old proverb that you 
can't make a silk purse out of a 
sows ear 


BUT 


We make working drawings from 
sketches as shown for as little as 


THREE CENTS per FLOOR FOOT 








SEALED 
PACKAGED 
LABELED 
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North Front Ce l 





Send your House Plan Redrafting to 


LUMBERMAN’S PLAN SERVICE 
PROMPT — REASONABLE 


120 Machin St. Peoria 5, Ill. 
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E. L. Bruce Company, 
Award of Merit Winner 


The E. L. Bruce Company, Mem- 
phis, Tenn., was one of 33 manufac- 
turers from 13 states and Canada, 
singled out for high honors in na- 
tional advertising by the Associated 
Business Publications. 





GEORGE H. WAHL, New York sales 
representative of the E. L. Bruce Com- 
pany, Memphis, Tenn., received the com- 
pany’s Award of Merit for advertising 
excellence in introducing a new product. 
The E. L. Bruce Company won its award 
on advertisements which have appeared 
in American Lumberman introducing the 


Bruce Ranch Plank Floor. 


On April 18, in New York’s Plaza 
Hotel, before a distinguished audience 
of advertisers, agency representatives 
and business paper publishers, the 33 
companies, with their advertising 
agencies, received awards for the ex- 
cellence shown in their advertising 
campaigns which appeared in mer- 





chandising publications during 1949, 

The campaigns had been entered, 
with nearly 270 others, advertising q 
wide range of products and services, 
in a national contest sponsored by the 
ABP. They stood the close scrutiny 
of 13 judges, executives in the mer. 
chandising field, under the chairmap. 
ship of Floyd L. Triggs, advertising 
manager of the Riegel Paper and 
Textile Corporations. They were ge. 
lected as the 33 campaigns which 
made the best and most effective use 
of their space in merchandising publi. 
cations last year. 

Chairman Triggs said that in mak. 
ing their selections the judges studied 
the advertisements in each campaign 
not on the basis of whether they fol. 
lowed the latest trend in advertising 
art, but on the basis of whether or 
not they provided a real service to the 
reader, and whether or not they had 
been planned and executed “to sell,” 


Elected Vice-President and 
Treasurer of Forest Lumber Co, 


William F. Diebold has been elected 
vice-president and treasurer of Forest 
Lumber Company, of Pittsburgh, Pa., 
national lumber wholesalers. A na- 
tive of Pittsburgh, Mr. Diebold began 
his career with the company in 1937 
as a salesman. During the war he 
served as a First Lieutenant in the 
Air Corps, distinguishing himself for 
his air rescue work in the Burma the- 
ater. When he left the Army in 
1945, he again returned to selling. 
In 1949 Mr. Diebold was made sales 
manager of Forest Lumber Co. for 
Northwestern Pennsylvania and New 
York State, which position he held 
until his present promotion. 


AMEROCK FEATURES MATCHED CABINET HARDWARE 


Amerock’s new convention display, 
being shown at leading lumber dealer 
conventions during 1950, features 
“matched” 
mium 
items, 


cabinet hardware in chro- 
as well as 
items, 


brass 
and the new 


and color 
bronze 


Colonial “Heart” pattern in weath- 
ered old black iron finish. 

A motor-driven operating door also 
demonstrates the smooth and positive 
Rubber Roller Spring Catch with its 
Shock-Absorber action. 




































AMEROCK’S patented Wintite Sash Lock is displayed on both large and small demon- 
strators so that booth visitors readily see the Wintite locking and sealing action by 
actually operating a sample lock. The lock is said to be more than a sash fastener—a 
Real Window Lock with the key thought of “Lock Your Windows Like You Lock Your 
Doors.” A streamlined Sash Lift to match is also displayed. 







June 3, 1950, AMERICAN LUMBERMAN & 

























Bi 


1949, 
on tered, 
€''vices, 


oY thei awHORSE BRACKETS 


ditty 






































HERE'S WHY IT’S EASIER 























scrutiny 
rirman. WITHOUT NAILS OR BOLTS 
ertising 2” x 4” FOR LEGS 
el and ] 
rere Se- > 
nee Timesaver for contractors, builders, painters, ; sy | (AMS a fl my , 
publi. paper hangers. «eit yt i ("ae 7 
COLORFUL COUNTER DISPLAY PACKAGE SELLS , 
n mak. Display it on your counter. 
studied Retail $1.50. Slightly higher $150 
mpaign in West. Order from your anal 
ey fol- jobber or direct from us. 
rising GRAND HAVEN STAMPED PRODUCTS CO. 
ee GRAND HAVEN, MICHIGAN 
> tO e 
ey had 
sell.” _ PONDEROSA PINE SUGAR PINE 
) 
i YA GOTTA MAKE CALLS 
IF YA WANTA GET RESULTS 
elected 
Forest We solicit your inquiries fe Sai ; 
ph, Pa, D ° “ @ Tailor-made for easy, speedy use by your unhandiest 
A na- Phone us, write us, wire us. customer—so simple a twelve-year-old can do a perfect job! 
| began Stock Zonolite Vermiculite Insulation . . . let farmers and 
in 1937 k f . P . home owners know you have it! Then watch it sell itself! 
og Ask for our weekly offerings and transit car list Lightweight, free flowing, no skin irritation. So fire-proof it 
i E — on, Sues These big features 
lus hard-hitting national advertising 
elf for H. Ss. CHISHOLM INC, Cake Zonolite sales-powered and 
na the- U4 complaint proof. Write for full de- 
my in 737 W. 3rd St., Reno, Nevada tails today. 
selling. Phone: 2-9125 TWX: RE-40 *Zonolite is the registered trademark of Zonolite Co. 
e sales 
‘0. for ff DOUGLAS FIR INCENSE CEDAR’ WHITE FIR ZONOLITE COMPANY 
d New 135 S. LaSalle St., Chicago 3, Ill. 
e held 
ie Se FIT YOUR BLUEPRINT 
is AWS FOR ROOFING SECURITY FG e = ST D RO Wy t CT S 
ositive 
ith its The addition of SCREWTITE ALUMINUM 
NAILS to your roofing plans adds securi- L | M | T E D 
ty to the future of that roof! They make 
roofs secure against heaviest winds and M anu jf acturers 0 f 
downpours. Screw shanks hold in place-- 
neoprene washers keep moisture out. D O U G 4 A S F | R 
WESTERN HEMLOCK 
CUPPLES COMPANY, sr. touts 2 : 
WESTERN RED CEDAR 
+ 
SITKA SPRUCE 
J 
We Do All Kinds of Circular Saw Repairing * RED CEDAR SHINGLES 
Our specialty is cutting down worn out Inserted Tooth Saws Specializing in Cross Arms, Cedar and Spruce Siding 
ond making them like new and only a little smaller. We also SAWMILL DIVISIONS 
change Solid Tooth Saws to Inserted Tooth. COWICHAN - VICTORIA - VANCOUVER - HAMMOND 
~ We use only Simonds Bits and Shanks in our Repair Work be- 
cause we know Simonds Bits and Shanks make any saw oa HEAD OFFICE 
BE . 
peso VANCOUVER, CANADA 
Distance is no Barrier. We have cust s in al t every SALES AGENT: H. R. MACMILLAN EXPORT CO. LTD., VANCOUVER 
state, because, after 51 years’ experience we know how. 
lemon- © a0 ° 
on by §| 2. H. MINER SAW MFG. CO., Meridian, Miss. 
"Your THE ORIGINAL MINER SERVICE 
aN & BP SUitpiInGc Propucts MERCHANDISER 








Douglas Fir Export Company 
Officers and Trustees 

The Officers of the Douglas Fir Ex- 
port Company, Seattle, Wash., are: 
Willard T. Evenson, president; G. 
Arch Kingsley, vice-president; L. E. 
Force, vice-president and _ general 
manager; W. B. Nettleton, secretary 
and treasurer. 

Trustees of the company for the 
year 1950, are: Theo. Dichter, Prouty 
Lumber & Box Co., Warrenton, Ore.; 
Willard T. Evenson, Wauna Lumber 
Company, Wauna, Ore.; William 
Swindells, Willamette Valley Lbr. Co., 
Dallas, Ore.; G. Arch Kingsley, 
Kingsley Lumber Co., Portland, Ore.; 
E. A. Nelson, Washington Veneer Co., 
Olympia, Wash.; W. B. Nettleton, 
Nettleton Timber Co., Seattle, Wash.; 
R. L. Dickman, Dickman Lumber Co.. 





as Manufacturing Com- 
pany, will continue to offer the pres- 
ent line of Locke wrought iron rail- 
ings, ornamental columns and kindred 
However, expanded facilities 
will permit distribution to be extend- 
ed to include all states east of the 
Mississippi. 


items. 





The three winning publications are 
“Teco Design Manual for Teco Tim 
ber Connector Construction,” “Typica 
Designs of Timber Structures—; 
Reference for Use of Architects anj 
Engineers,” and “School Building 
Your Tax Dollar Can Afford,” a pub 
lication featuring one story schools 
of wood frame construction. Copie 
of these publications can be had upon 
request to the Timber Engineering 
Company, 1319 Eighteenth St., N. W. 
Washington, D. C. Ie 





Time, Tide, and Timber — 
A Century of Pope & Talbot 


The new book, “Time, Tide, an 
Timber—A Century of Pope & Tal 
bot” by Edwin T. Coman Jr. and 
Helen M. Gibbs, has just been pub 




















Tacoma, Wash.; Clyde Walton, Wal- 
ton Lumber Co., Everett, Wash.; D. H. 
Miller, Moore-Oregon Lumber Co., 


Coos Bay, Ore. The Timber Engineering Company, record of Pacific Coast economic de \ 
E K . an affiliate of the National Lumber velopment. Today Pope & Talbot 

. J. Kusel Heads Corporation Manufacturers Association, has been ships sail regularly through the Gold 

A new corporation has just been awarded certificates of merit for three en Gate bound for South American 


organized to take over the operation of its technical and sales publications countries, the West Indies, and the 
of Locke Manufacturing Company, submitted in the 1950 Building Prod- Atlantic Coast. Its timber holdings 
West Salem, Ohio. ucts Literature Competition conducted in the Pacific Northwest total more 

Heading up this corporation as by the American Institute of Archi- than 137,000 acres, including reserves 
president and general sales manager tects and the Producers’ Council, Inc. of growing Douglas fir trees in the 
is E. J. Kusel, formerly sales man- The A.I.A. and Producers’ Council Hood Canal and Upper Willamette 
ager of Fawsco Mfg. Mr. Kusel is presented the awards in recognition River “Tree Farms.” 


probably one of the youngest execu- 
tives in this type of business, being 


previous owner of Locke Manufactur- 
ing, will serve as chairman of the 


board. 


The new corporation, to be known 


Timber Engineering Company 
Wins Three Awards 


of outstanding work in raising the 
standards of advertising, in the dis- Pope & Talbot played in the westward 
only 27 years old. Don E. Locke, semination of useful data and infor- growth and expansion of the United 
mation on materials and methods of States during the past 100 years, is 
use, and in best serving the architect recorded in the pages of Time, Tide, 
in aiding in the selection and specify- and Timber. Write Stanford Univer. 
ing of building products. 


lished by Stanford University Press 
Stanford, Calif. The history of Pope 
& Talbot is an integral part of 





























The significance of the role which 










sity Press, Stanford, Calif. 











Mfrs. of 
Genuine 


1842 


GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


WHITE PINE stress 


Also some Norway and Spruce 


AIR-SEASONED — WATER-CURED 


Rough or Dressed 


Special. White Pine Dry Short Shorts. 
C. Sel. & B. 4/4 to 8/4 & wider x 16/71” 
1, 2, 3, 4 Com. 4/4 to 8/4 & wider x 13/71” 


Sawmills — Braeside and Temagami, Ontario 


MEMBERS N.W.L.D. Assn. 1950 














BURNER with 
CONE GRATE 


*Burns 25°, More 


*With 75%, less smoke and 
cinders. Feel proof 


We Also Bulld 


BONMERS—5 TO 1200 H.-P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boller Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 


SEATTLE, WASH. 
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PRECISION 


folding stairway 
















@ No springs—Actuated 
by counterweights 


@ Easy to operate 

@ Safety treads on steps 
@ Insulated door panel 
@ Requires no attic space 
@ Shipped in one package 

















Write for full information 


PRECISION PARTS CORP. ' 


Nashville 7, Tennessee 


ly Bevit come 


NOW AVAILABLE—the tools you need for insu- 
lation board jobs. Sharp, strong, specially ground 
blades cut through toughest insulation boards 
leaving clean, smooth 

edge. Three tools—five $585 

blades — attachments. Sent postoge paid 

All for... anywhere in U.S.A. 


Extra Bevil-Devil Blades, of selected steel, g d to 
cul oe board, Package of 100 for $4.00, 


Postage pa 
KIMBALL company, inc: 
S 1633 SYCAMORE ROYAL OAK, MICH. 
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| Idaho White Pine Ponderosa Pine 
Douglas Fir ~) 
White Fir 
Cedar 
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ide, and 
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en pub- 
y Press 


STRAIGHT CARS 
a MIXED CARS 


am; JAMES W.SEWALL COMPANY including Lumber, 











he Gold 

and Consulting Foresters Plywood, Doors 
holding 

al more Prompt Dependable 
resell MAIN OFFICE: Shipment G Values 

> in the 


Hamet OLD TOWN, MAINE ge THE GRISWOLD LUMBER 60. q 


etm Manufacturers & Wholesale Distributors 


- United Philli ps & Benner ; FAILING BUILDING PORTLAND 4, OREGON 











rears, is Telephone ATWATER 8319 

e, Tide, Ruttan Block, Port Arthur, Ontario 

Univer i AFFILIATED Cortes | anctoiuins Co. L. *, 5 Soe Corp. 
Established 1910 MILL INTERESTS: 15 willion Foot Annvol Cut 45 Million Fost Anavel Cut 

















Shevlin-McCloud | 


Lumber Co. 





KIRBY 


Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods Distributors of 


"A Wood for Every Purpose" BHEVLUN PUNE 


: 

















KIRBY BUILDING HOUSTON, TEXAS PONDEROSA PINE 
SUGAR PINE 
"Is it as Good as Kirby's?” DOUGLAS FIR 
WHITE FIR 


ALIFORNIA 


SUGAR & WESTERN Selling the Products of: 


_.- PINE AGENCY, INC. THE McCLOUD RIVER LUMBER CO. 
#1 MONTGOMERY ST. McCloud, Calif. 


SAN FRANCISCO, CALIFORNIA THE SHEVLIN-HIXON COMPANY 
SUGAR Pattern Lumber Bend, Ore. 


Selects and 
PINE Shap 
| California Ponderosa Pine 
| Mouldings and Cut Stock 









Western eS ee EXECUTIVE OFFICE 
Ponderosa Pine Woodwork 900 First Nat‘l-Soo Line Bidg. 
West Coast Lumbermen's Association MINNEAPOLIS 2, MINN. 
District Sales Offices 
San Francisco 5 New York 17 Chicago 1 
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Former Office Boy Elected 
Vice President 


Samuel L. Cribari, 30 years ago 
office boy for Marquette Cement Man- 
ufacturing Company, was _ recently 
elected a vice-president of the com- 
pany. He will continue to be in charge 
of all sales divisions of Marquette and 
its subsidiary companies, a function 
he has handled for seven years as 
assistant to the president. 





S. L. Cribari 


This action by the Marquette board 
of directors at its annual meeting in 
Chicago, climaxes a career begun 
with the company in 1920 and since 
marked by a steady rise through the 
ranks. After a seven-year appren- 
ticeship as office boy, during which he 
attended night school, Mr. Cribari 
was made assistant credit manager in 
1927. Three years later he became 
southern credit manager in Mar- 
quette’s Memphis, Tenn., office. In 
1933 he returned to the company’s 
general offices in Chicago as credit 
manager. Two years later he was ap- 


pointed assistant treasurer and in 
1943 became assistant to the presi- 
dent, charged with full sales responsi- 
bilities. 

Within that period Mr. Cribari has 
watched and been instrumental in the 
growth of Marquette from a small 
one-plant company to its present 
prominence as one of the nation’s 
leading cement producers. The com- 
pany today operates five producing 
plants with an annual total produc- 
tion capacity of over 9,000,000 barrels 
of cement. 


E. C. Gates Elected President 
of Jackson Lumber Company 
Edward C. Gates was elected presi- 
dent of the Jackson Lumber Company, 
Lockhart, Ala., at the recent meeting 
of the company’s board of directors, it 
was announced by J. W. Watzek, Jr., 
of Chicago, whom Mr. Gates succeeds 
to the presidency. Mr. Gates is the 
son of the late E. W. (Cap) Gates 
who was well known throughout the 
southern lumber industry during his 
many years as general manager of 
the Crossett Lumber Company, Cros- 
sett, Ark., an affiliated enterprise. 
The new president became associ- 
ated with the company in 1925 and 
advanced to general manager four 
years later when he succeeded the 
late J. W. Lemoistre to that position 
and became a director as well. Mr. 
Gates also is an officer and director 
in the Fordyce and Crossett Lumber 
Conipanies in Arkansas, which to- 
gether with the Lockhart properties 
comprise a major segment of the 
Crossett Watzek Gates interests. 





































This is how Herb Blackstocmo"'® 
handles customers In a 


)maha 


(Continued on page 111 lredits 
operated with a West Seattle ban| el 


on an annual birdhouse buildings ir 
contest for young people. Theréf sss0Cie 
were never less than 250 entries edit 
Liberal prizes, mainly free trips tj od 
Boy Scout camps, were offered. Th Ches 
company is about to resume thiggte 
promotion. oa 
Blackstock advertising empha forth 
sizes the firm’s library of hom@arte 
plans and its displays of paneling 
shakes and other materials. Peoplg 
are attracted to the store to bh 
shown things, to look around, and 
to be served, rather than just tg 
be sold so many board feet of lum@ Alt 
ber. sal 
The Blackstock shelves and counfyme 
ters are packed with stock; ther@l, qi, 
are no empty gaps in his lumbemfontr: 
sheds. Herb believes that empt.str 
space is a deadening sight. egm. 
“SAVE is the big word we usé | 
in our neighborhood newspaper ad od 
vertising to appeal to the house Ta, 
wife with the budget,” says Herbg**@t 
“We advertise to the familygf4 
FRIENDLY SERVICE is the adgpS?! 
vertising theme with the man ofg'tia 
the family.” men’s 
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Manufacturers 


E. J. Linke, Pres. 





Lumber Corp., Carlton, Ore. 
Douglas Fir 


A Sustained Yield Operation 


Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 











PLANER and JOINTER KNIVES 


also high speed knives and molding cutters 


ee the woodworking industry. 


El 


TAYLOR-STILES & co. 


Riegelsville, New Jersey 


Western Agents: 


{all Brown. W. W/. Machine Co., 












TANNEWITZ 


resul 
for Swing Saws 


AUTOMATIC | TiGs 
SAVES 
ract 


GA UG E| i 
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30 Days Free Trial ago. 
own 





Ta 
$30 to $50 A MONTH in tl 
IN LUMBER AND LA8OF 


ORDER NOW OR SEND FOR 
CIRCULAR tom 


— Yc 
TANNEWITZ WORKS | ate 


GRA ge ere 1 pany 
pert ¢ | TEN 

pom) 

pres 

pres 
Way 
toy 





. Louis; Mo. 





Excellent Book for Lumbermen 


BUYER AND 
19th edition. Lumber tables showing 14,000 
different sizes and lengths, and the number 
of feet in any number of pieces at a glance. 
Useful tables for reducing feet to inches, vice 
versa. Log scales, weights and measures, odd 
sizes, odd lengths, number of lath and the 
ingredients for plaster and mortar—just a 
few of the handy things to know. Desk Edi- : 
tion. Price $6.00. i] 


Terms postpaid, please include check with order and mail to: 
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AMERICAN LUMBERMAN, INC. ree 
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orrection 


In announcing the opening of the 
Wmaha office of Allied Building 


kstoe 


1 fredits, May 6 issue, page 94, Mr. 
tle b iaapp Was mentioned as a representa- 
“ Danive of the company with headquar- 
buildingrs in Montana. Mr. Knapp is not 
Ther@pssociated with Allied Building 
entriegg edits, and the company does not 
: lave an operating unit at Great Falls, 
trips Mont. 
red. Th@ Chester B. Knapp, Jr. represents 
me thiafte Minnesota and Ontario Paper 


fompany in Montana, northern Wy- 
ming and the western section of 














empha@i\orth and South Dakota. He is head- 
f hom@martered at Great Falls, Mont. 
aneling 

Peopl 


Short, easy lesson in 
MERCHANDISING 


(Continued from page 54) 

Although the Taylor advertising 
aimed primarily toward the 
1d counfiome owner, the company serves 
c; therd, diversified trade including the 
lumbewontractor and industrial trade, In- 
- empt¥estment building is an important 
kgment of its market. 


iMPLOYE BENEFITS 


e to bd 
mad, and 
just t 
of lum 




































we usd 
aper ad 


, howe Taylor employes are on a paid 
's Herpcation schedule, and the 25 per- 
familygeanent employes are covered by a 


hospital and life insurance plan 
nitiated last year by the Lumber- 
men’s Association of Texas. The 
wmpany’s profit-sharing plan has 
rsulted in the payment of 14 sal- 
bries per year instead of the cus- 
omary 12. The company’s annual 
dlume is in the $500,000 bracket. 
Taylor’s branch yard in McAllen 
the Rio Grande Valley was at- 
ractively remodeled a few years 
kg0. People who are building their 
wn homes buy a lot of materials 
trom the McAllen yard. 

Young Roger Taylor is a third- 
mneration lumberman. The com- 
ny was founded.in 1907 by Ed 
laylor’s uncle, H. D. Taylor. The 
wmpany officers are Ed W. Taylor, 
resident; Chester M. Fogle, vice- 
resident and yard manager; 
Wayne L. Beckner, treasurer; Le- 
ny (Roy) H. Taylor, secretary 
id outside salesman. 

Like most of AMERICAN LUM- 
SERMAN’S Master Merchants, Ed is 


the ad 
man of 


man. ant} . : e- e,0 

1Qoo jective in community activities, par- 
nber cularly Boy Scout and church 
nee. \girk. He is a member of the Ex- 
vice |g@nge Club and active in its work 
odd | underprivileged boys. He spent 


the |g months in the Army’s Trans- 
ortation Corps in World War II. 


st a fi In 

Eai- |g2e of his hobbies is a natural for 
i lumberman—he has a complete 

nil to: (@'00’working shop in the basement 


f his home: His son, Roger, is 
, ‘ceiving a practical education in 
lincis |e light construction field by build- 
ng his own garage apartment. 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman 6& Building Products 
Merchandiser is published every other Satur- 
a It publishes the largest strictly classi- 
fied advertising section in its field. 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point le. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any ciassified adverti ent 








HELP WANTED 








Wanted—Experienced estimator, biller and de- 
tailer for special and custom millwork. Prefer 
man 40-50 years old, with good personality 
and ability to work with others. Salary about 
$5200 per year. Submit ten year employment 
record, picture and personal data to Stiles. 
Inc., 1555 Eastern Avenue S. E., Grand Rap- 
ids, Michigan. 





Wanted—Experienced lumberman capable of 
taking charge of retail and wholesale ship- 
ments of lumber and building materials. Good 
future and opportunity for advancement for 
ambitious man. Give past record in your ap- 
plication. 
Scott Graff Company 
Duluth, Minnesota 





DETAILER AND BILLER | 
Old established Florida company wishes to 
employ an experienced Detailer and Biller — 
preferably a man who is also experienced 


Estimator. 
J. F. Townsend 
Townsend Sash, Door & Lumber Co. 
Lake Wales, Florida 





Wanted Retail Yard Manager with contract- 
ing and building knowledge and experience, 
for Iowa County Seat town. State salary re- 
quirements in te Address Box B-40, Amer- 
ican Lumberman, Inc. 





No agency commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge §2.00 
Rates: 


1 Time —10c per word for each insertion. 
um charge of 50c per line. 


3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 


er word for each insertion. 
um charge of 35c per line. 


For advertisements bearing box number count 
five extra words. There are approximate! 
5 words to a line and when less are specifie 
er used, regular line rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


26 Tunes — 7c 


AMERICAN enn é& 
BUILDING PRODUCTS CHANDISER 
139 N. Clark St., Chicago 2, Ill. 


—— 
HELP WANTED 


WANTED: Moulder Man. Experienced in mill- 
work business. Must be able to set up ma- 
chine and grind own knives. Steady Work— 
Top Wages. Apply Carr & Johnston Com- 
pany. 1219 So. Washington. Peoria, Illinois. 

















Wanted an executive to handle sales and 
general management of the largest wood 
working plant in Northwestern Penna. Man 
not over 40 years of age who can fit into 
@ very small community and who can stand 
full investigation as to ability and other 
qualifications. To the right man this is an 
unusual opportunity. Address Box B-65. 
American Lumberman, Inc. 





Salesmen to sell a wood window unit in 
the following cities: Cincinnati, Columbus, 
Buffalo, Youngstown, Pittsburgh, Akron, 
Cleveland, and surrounding areas on a com- 
mission basis. Address Box C-20, American 
Lumberman, Inc. 





WANTED HARDWOOD LUMBER INSPECTOR 


Apply Wm. C. Schreiber Lumber Co. 
2271 S. Lumber Street 
Chicago 16, Illinois 





We need an experienced Special Millwork 
Detailer capable of detailing and_ billing 
large institutional type buildings. Excellent 
earning opportunity and pleasant environ- 
ment. State experience, age and anticipated 
income. FOX BROS. MFG. CO., 2717 Sidney 
Street, St. Louis 4, Missouri. 


WANTED 
Experienced Block Setter for New Wheland 
carriage with air dogs. Expect to install 
New Air Set. Must be sober. Write: J. P. 
Hamer Lumber Co., Inc., Kenova, W. Va. 








Wanted an experienced estimator, detailer 
and biller for special wood millwork. Address 
Box B-39, American Lumberman, Inc. 


WANTED: Assistant Sales Manager large Pon- 
derosa Pine manufacturer, one hundred mil- 
lion annual production. Applicant must have 
background of sales experience with mill or 
large wholesaler; must be able to handle 
sales data and take full responsibility when 
necessary: age 30-35. A wonderful oppor- 
tunity for advancement, healthful year round 
climate, good salary. Write full details, giv- 
ing experience, age and reference. Address 
Box C-3l, American Lumberman, Inc. 





Wanted—Young man thoroughly experienced 
in retail building material business. Compe- 
tent, aggressive salesman, able to handle all 
phases of the lumber business. In reply give 
full details of experience, education, age. 
marital status, etc. Address Box C-30, Ameri- 
can Lumberman, Inc. 


SITUATIONS WANTED 














Position as manager, experienced buyer, plan- 
ing mill operation desiring complete listing 
from plans. Age 51. Desire change. Address 
Box B-30, American Lumberman, Inc. 





PORTABLE MANAGEMENT 
FOR RENT 


Highly capable building materials manager, 
now employed, seeks greater opportunity 
with financially-sound progressive organiza- 
tion. Experienced merchandiser, successful 
executive and sales background in retail 
and wholesale fields. State of Ohio only. 
— Box C-21, American Lumberman, 
ne. 





Young man, 24, energetic, interested, expe- 
rienced and capable would like an oppor- 
tunity to prove this statement in a responsible 
position in your custom cabinet shop. Grew 
up in the business—not afraid of work—not 
a genius or smart aleck—just particular. 
Write P. O. Box 1684, S.S.S.. Springfield. 
Missouri. It will be a pleasure to hear from 
you soon. 





Position Wanted: Factory representative of a 
nationally known building materials manu- 
facturer wishes to relocate in responsible po- 
sition on West Coast. Excellent background 
in wholesale-retail lumber and building ma- 
terials business. Management-production ex- 
perience in wood-using industry. Forestry 
College graduate. Address Box B-46, Ameri- 
can Lumberman, Inc. 





Retail lumberman desires change. Young mar- 
ried man would like to locate with manufac- 
turer or wholesaler. Millwork line preferred. 
Experience in retail yard as salesman, esti- 
mator, draftsman and manager. Address Box 
B-37, American Lumberman. Inc. 





Experienced yard manager wishes to make a 
new connection. Employed. Prefer middle- 
west. — Box B-51, American Lumber- 
man, Inc. 























SALES REPRESENTATION 
WANTED 








Manufacturer's Representatives, selling steel 
bathroom cabinets, exclusive territories, ten 
per cent basis. Fries & Son, Second & Madi- 
son, Covington, Kentucky. 


BUSINESS WANTED 














TIMBER & TIMBERLAND 
WANTED 








If you want to sell your timber or mill it 
may be to your advantage to contact: E. M. 
Suleus. Broker, Box 563, Huntington, W. Va. 








LUMBER & DIMENSION 
FOR SALE 





Will invest $35,000 in buildings and ny 
ment. Prefer town of from 10 to 100, 
people. Want business that is well estab- 
lished and will stand up under thorough 
investigation. Not interested in buildings 
and equipment and potential business as 
such but want to know what past sales, 
ross and net profits have been by years. 
oes Box C-24, American Lumberman. 
inc. 








LUMBER & DIMENSION | 
WANTED 








Wanted: Carloads of soft textured lumber, 
cut in lengtha from 3 ft. to 6 ft., having 
widths 2’ to 4 wide. Write for complete 
specifications. Cavaler Spring Co., Inc., 670 
enry St., Detroit, Michigan. 





WANTED: 100,000’ mixed Hardwood, Random 
widths and lengths, 7/s or 4/4, also 50,000’ 
2x4xRL, must be 17/s x 37/3. All lumber rough 
and semi-dry. s is our me | require- 
ments. Quote delivery carload lots FOB 
Hamilton, Indiana. Terry Lake Lumber Co., 
Hamilton, Indiana. 





WANTED. TO BUY: One to five carloads of 
either Western Red Cedar or Redwood 1x3 
fence pickets: also Western Red Cedar in the 
following dimensions: 1x3, 3x4 and 4x4 S4S, 
No. 1 Common, gyocn or dry. Bulk of mate- 
rial we are seeking to be random lengths. 
Please specify price F.O.B. Central Islip. 
Long Island, New York. which takes the 
$1.18 transcontinental rate. 
KAUFMAN-ALLIED, 139-24—224th St. 
Laurelton 13, L.I. New York 


WANTED TO BUY— 
MISCELLANEOUS 


a | 


RAILS WANTED 
Any weight—Any tonnage 


W. H. DYER CO., INC. 
1859A Railway Exch. Blidg., St. Leuis 1. Mo. 








STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure eur price befere selling 
MIDWEST STEEL CORPORATION 
Charleston, W. Va. 





WANTED—D Shavings and Sawdust. Ad- 


dress Box B-57, American Lumberman, Inc. 


USED MACHINERY WANTED 


— 














One 4 or 6 drum sander. wer and lower 
drums. General Door Mig. .. West Bend, 
Wisconsin. 


BUSINESS OPPORTUNITIES | 


COMMISSION SALESMEN 
In certain territories in Illinois, Indiana, Ohio 
and Michigan to sell Southern and Western 
woods on split profit basis: 100% protection on 
repeat Seueek E. J. Gaiennie, Box 1774, 
Shreveport, Louisiana. 

















Willing to lease my lumber yard or take in 
partner. On four lane Highw on South 
Side of Chicago. It is too much for me to 
handle. Address Box C-22, American Lum- 
berman, Inc. 





Registered as Structural Engineer. Have the 
time and capacity to handle the design of 
lumber sheds and building supplies stores. 
ae, Box C-25, American Lumberman, 
nc. 


112 








FOR SALE 


MOULDING AND SELECT GRADES PON- 
DEROSA PINE LUMBER for millwork trade. 
Stock air-dried to average eed 12% 
and classification based on A rulings. e 
sell only car load and trailer lots from our 
warehouse in Laredo. We solicit inquiries. 


R. G. GARCIA 
Importer—Exporter 
309 Sames-Moore Bldg. Laredo, Texas 





DRY LUMBER FOR SALE 


6/4 4" & wdr. Jack Pine 1 x 4 & wdr. Aspen 
or Popple R/L, 8/4 Aspen or Popple 4” & 
wdr. R/L. also 5/4 & 6/4, 1 x 4 & wdr. R/L 
Northern Pine above #4 and better. 1 x 4 
& wdr. #5 White Pine heavy to 8 & wdr. 
2/4 8’ #1 and 2 Pine. ill mill to suit your 
requirements. Write for F.O.B. Virginia 
prices. 
W. T. BAILEY LUMBER COMPANY 
VIRGINIA, MINNESOTA 





THE BUCHANAN LUMBER 
COMPANY 


CUMBERLAND, MD. 
Manufacturers 
o! 
Millwork of Superior Quality 


from 
Appalachian Hardwoods and All 
Species of Softwoods 


Quick Service 
CL or LCL Shipments. 


Special Cut- to - len Mouldings 
and Trim Stair Tre and Railing 
—Plank Flooring—Wall Paneling— 
Door Sills—Thresholds. 


Special Windows, Doors, and 
Frames for Schools, Homes, and 
Industrial Buildings. 





FOR SALE 


1’ BASSWOOD SHORTS—1 car, Lengths 
mostly 28°’, 42’, 50°. Sound and Better, 
average 4” to 6°’ wide. 

1’. HARD MAPLE 
2 cars Selects and Better. 

Address Box C-28, American 
Lumberman, Inc. 


MISCELLANEOUS—-FOR SALE 











CARPENTERS APRONS 
Write for ces and information. 
MINNESOTA SPECIALTY CO., Inc. 
eapolis, Minn. 





Advertising Yardsticks 
Basswood and ardwoed. Reasonable 
prices, prompt delivery. F. M. Mosedale 
Co., St. Charles, Ill. 





__.__ARCOIL OIL BURNERS 
with MINNEAPOLIS CONTROLS $70.00. 


Arcoil Co., 23 Broad St., Newark 4, N. J. 





FOR SALE: Planer Mill Shavings. Address Box 
B-56, American Lumberman, Inc. 





For Sale: Cement Brick Factory. Northwest 
Arkansas. New Bull Shoals and Norfolk Dam- 
= Harrison Brick Company, Harrison, Ar- 
ansas. 


June 3, 1950, AMERICAN LUMBERMAN & 


BUSINESSES FOR SALE 


=——. 


—— 


FOR SALE: Lumber yard located in fastes 
growing section of Dallas, Texas. 

metal sheds and warehouses. Spacious o 
and showroom, central heat and refrigeration 
complete with good truck and all other eq 
ment for operation: Sales 1949 $675,008 
Inventory and equipment will require approxi. 
mately $100,000.00. ildings and grounds 
50,000.00: Some terms, or would lease plant 
to satisfactory purchaser. Owners wish to re. 
— Address Box A-35, American Lumberman, 
nc. 






























For Sale: Retail Lumberyard, includes Land, 
Buildings, Trucks, Equipment and Stock in 
Southern Illinois. Owner wishes to devote 
time elsewhere. Very neat, in a@ prosperous 
community and a good business opportunity 
for some one with cash to invest. Address 
Box B-31, American Lumberman, Inc. 











For Sale: Yellow Pine concentration yard with 
planing Mill, Circular Saw, modern Dry Kiln 
entirely new, Power plant. Located in central 
Alabama. Adequate timber supply and rail 
facilities. Will sell for cash or consider rea. 
sonable down payment. Address Box B-3}, 
American Lumberman, Inc. 













TEXAS GULF COAST 
Well established Lumber and Building Mate. 
rial Yard between Houston and Corpus 
Christi, Texas. $240,000.00 Gross in 1949. In. 
ventory about $30,000.00. Real Estate optional. 
Address Box B-34, American Lumberman, Inc, 

















For Sale: Retail yard established more than 
twenty years. All building supplies including 
lumber under one roof on private siding, 
Large well equipped planing mill and cabinet 
shop in separate building a few feet from 
warehouse. Located in good Kentucky town 
enjoying a large volume and still growing. 
Inventory about $65,000.00, machinery and 
equipment $25,000.00. Will sell or lease real 
estate. Owner tting because of ill health. 
Address Box B-36, American Lumberman. Inc. 


For Sale: Building Supply Yard doing a won- 
derful business. Sales have risen every yea 
have exceeded half a million dollars per 
year last two years. Fireproof warehouses 
and beautiful equipment. Owners have other 
interest requiring large capital outlay. i 
is an unusual opportunity to acquire a high 
volume outlet at a very reasonable price. 
Very favorable terms to reliable parties. Ad- 
dress Box A-53, American Lumberman, Inc. 


SOUTHERN LUMBER CO.., San Jose, California 
Will consider lease of equipment and red 
property of over 4 acres wth our own spur 
track and sale of retail building materials in- 
ventory approximating $135,000. 46 years con- 
tinued operation: ideal location in California's 
Garden City, one of fastest growing, healthi- 
est and wealthiest areas; close to best in 
education, Stanford, Santa Clara and San 
Jose State. Nationally recognized for success- 
ful merchandising; consult American Lumber 
man April 26 and Sept. 27, ‘47, Feb. 25, ‘Si: 
Building Supply News May ‘48. Office and 
store display rooms cover approximately 8,00) 
sq. ft. covered sheds and warehouses abou! 
40,000 sq. ft. All quality inventory. En- 
ployees unsually competent and loyal. Prefer 
minimum correspondence; qualified. principals 
only, Edwin Pohle, retiring managing owner, 
1402 South First St. 


















































FOR SALE: Lumber, Building Material Farm 
Machinery Business, south of Chicago. 
established business. Yearly sales over 
$200,000.00. Illness reason for selling. Ad- 
dress Box B-50, American Lumberman, Inc. 












For Sale: Lumber Yard and Feed business 
in small New England Community with owt 
siding on Main Railroad line, together with 
General Store fully modernized. Four room 
apartment above store with all conveniences. 
Same location forty years. Lumber yard 
office building new with full basement 
necessary woodworking machinery. Platform 
Truck, and pick-up truck 1948 models. For 
Sale on account of health. Price $34,000.00. 
— Box C-23, American Lumberman 
ne. 

















Owner presently operating long established 
lumber yard in ¢ity in middle west wishes 1 
retire and lease yard. Address Box C-2 
American Lumberman, Inc. 








Millwork and cabinet shop. In Westchester 
County, New York. Going business. 
equipped and stocked. out $6,000. 
dress Box C-29, American Lumberman, Int 
































